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By ROBERT B. MITCHELL 


Well, what kind of year has 1959 
en? It could be called the year in 
hich the least was the most—when 
mething called minimum deposit 
roved anything but minimum in 
pms of news inches. 

But probably 1959’s greatest histori- 
bl significance will be found tied up 
‘ith the enactment of a permanent 
bhderal income tax basis for life com- 
anies. Not every company is happy 
ith it———in fact some are distinctly 
nhappy—but at least it is on a perma- 
ent basis and removes the threat of 
aving to regress to the much tougher 
bw of 1942 in the absence of stop-gap 
easures under which the life indus- 
ry had been taxed over too many un- 
asy years. 

Unluckily, the solution of the tax 
roblem, whatever its merits, had also 
he regrettable distinction of pitting 
ompany against company in a way 
hat haqd not been known for more 
han half a century. Some mutual 
ompanies withdrew from American 
ife Convention because of this divi- 
ion in viewpoint. It is said there will 
be others, the withdrawals being 
paced out so as not to create more of 
Bn effect than necessary. - 

The tax bill was regarded as being 
liscriminatory against stock insurers 
by many companies in this category, 
ust as many of the mutuals felt their 
ype of insurer was being unjustly 
axed. It became apparent that no one 
pill was going to please every type of 
rompany. 

The cost of inability of the industry 
0 present a united front in respect to 
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the type of tax bill it preferred has 
been variously estimated but there 
seems to be no doubt in anybody’s 
mind that it was high and of course 
will continue to be high over the years, 
even though efforts are already under 
way to correct inequities. 

As the year ends, the House ways 
and means committee is in the midst 
of hearings designed to revamp the en- 
tire internal revenue code. Included 
in the presentations are several cov- 
ering life insurance. One, by President 
H. Ladd Plumley of State Mutual Life, 
specifies what he believes is needed 
to give life insurance the same tax 
treatment enjoyed by other institu- 
tions. 

Mr. Plumley said that the 1959 law, 
while imposing a heavy financial bur- 
den on his company and its policyhold- 
ers, is still “structurally sound.” He 
asked for full allowance for necessary 
group insurance reserves, pension plan 
capital gain and loss treatment similar 
to non-insured plans, individual annui- 
ties on the same basis as pension plans, 
full deductions for policyholder divi- 
dends, treatment of losses on loans 
similar to that now granted to other 
lending institutions, and tax-exempt 
interest on a basis like that now en- 
joyed by other corporations. 

Mr. Plumley said the total revenue 
effect of the change could be “phased 
in” with the growth of the business to 
avoid any decrease in the year-by- 
year revenue of the treasury. 

With all its faults, however, it was 
apparently better to get even a less- 
than-ideal bill enacted during 1959 
than letting the whole job to be 

(CONTINUED ON PAGE 14) 
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PURCHASES OF NEW LIFE INSURANCE IN U.S. (in billions) 
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November Ordinary 
Sales Gain 7%, Up 
6% For 11 Months 


Ordinary sales in November were 
$4,319,000,000, a 7% gain, and for the 
11 months totaled $45,920,000,000, an 
increase of 6%, according to LIAMA. 
Sales of all types of coverage in No- 
vember reached $6,078,000,000, up 14% 
and the second largest November total 
on record, and during the 11-month 
period were $61,427,000.000. a 3™ ein. 

November group sales were $1,180,- 
000.000, a rise of 80%. and for the year 
to date were $9,204,000.C00, a 7% de- 
cline. Group figures are for new groups 
set up only and do not include addi- 
tions to group contracts already in 
force. 

Industrial sales in November were 
$579 million, down 8%, and for the 
11 ~months were $6,303,000,000, a 2% 
decrease. 


Hockensmith New 
Kv. Commissioner 


William T. Hockensmith was sworn 
in Saturday as Kentucky insurance 
commissioner replacing Cad P. Thur- 
man. Mr. Hockensmith has had ex- 
perience with the department begin- 
ning in 1950 when for several years 
he headed the state fire fund. He was 
deputy during the tenure of Syl L. 
Goebel. In recent years, Mr. Hocken- 
smith has been with an agency at 
Frankfort. 

When Bert Combs went in as gover- 
nor, it was speculated at first that Mr. 
Thurman would be out of office. Mr. 
Thurman was one of four members 
of the cabinet who were not replaced, 
but were kept on without being reap- 
pointed, It was erroneously reported 
last week that Mr. Thurman was re- 
appointed. 


Guaranty Savinas Reported 
Plannina New Mercer, This 
Time With Carolina Life 


Negotiations are reportedly under- 
way for a merger between Guaranty 
Savings Life of Montgomery, Ala., and 
Carolina Life of Columbia, S. C. Offi- 
cials of both companies have yet to 
comment on the move, but it is under- 
stood that should the directors, stock- 
holders and respective insurance com- 
missioners approve the merger, Guar- 
anty Savings would be the surviving 
company. 

Guaranty Savings, about two months 
ago, merged. with Skyland Life of 
Charlotte, N. C. 


Cardinal Life Becomes 
Ky. Holding Company 


Cardinal Life has been reorganized 
into a holding company under the 
name of Cardinal Corp. of Kentucky. 
Cardinal has sold its $16 million of 
insurance in force to Kentucky Central 
L.&A. and has purchased 10,500 shares 
of the latter for $1,250,000 as the first 
investment in its holding company 
portfolio. 


NALU Subcommittee 
Sees No Chance Of 
Jumbo Group Lid 


Chairman Fluegelman Says 
Dec. 7 Conference With 
Beers Unit Proved Futile 


WASHINGTON—The National Assn. 
of Life Underwriters subcommittee on 
group insurance amount limits has 
reluctantly come to the conclusion 
that there is virtually no chance that 
the life insurance industry will ever 
agree upon and unite in support of 
meaningful statutory maximum limits 
on the amounts of group term life in- 
surance written on individual lives. 

This sentiment was expressed by 
NALU Committee Group Chairman 
David B. Fluegelman, Connecticut Mu- 
tual Life, New York City, following 
what he termed to be a “last ditch” 
meeting in New York City on Dec. 7 
between NALU subcommittee on group 
limits and a parallel subcommittee of 
American Life Convention and Life 
Insurance Assn. of America. 


Beers Heads Company Unit 


The ALC-LIA unit was headed by 
Henry S. Beers, president of Aetna 
Life and chairman of the main group 
insurance committee of ALC-LIA. 

Mr. Fluegelman reported that “the 
impossibility of any meeting of the 
minds between the NALU subcommit- 
tee and the Beers subcommittee be- 
came readily apparent early in the 
Dec. 7 meeting.” 

This was so, he said, because “it 
soon became clear that representatives 
of at least one large group carrier 
would settle for nothing less than a 

(CONTINUED ON PAGE 18) 





Dr. Louis Dublin Honored 





Dr. Louis I. Dublin, health and wel- 
fare consultant of Institute of Life 
Insurance, right, receives the Ameri- 
can Heart Assn.’s award of merit for 
distinguished service in developing the 
heart organization’s national programs 
of research, education and community 
services. The award is being presented 
by Dr. A. Carlton Ernstene, president 
of the association. 
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Occidental Head 
Tells Cal. Agents 
Company Philosophy 


The board of California Assn. of Life 
Underwriters has adopted a resolution 
calling for a “bona fide charging of 
commissions on all group. cases, 
whether or not such cases are written 
through agents or brokers.” For the 
past two years the association has 
unsuccessfully been attempting to 
bring the writing of franchise life 
imsurance under the regulation of the 
state insurance department. Also, di- 
rect writing of life insurance, by- 
passing the agent, is under heavy 
criticism of the agents’ association. 

One of the big targets of the latter 
was the putting up the group life of 
Western Conference of Teamsters for 
competitive bidding. The association 
expressed concern that this develop- 
ment could open the door to similar 
“demands” for direct negotiation from 
a great number of group insurance 
policyholders, “forgetting, in the desire 
to cut commissions, the necessity of 
the life insurance agent in tailoring 
group packages for individual case 
requirements.” 


Brower Letter Publicized 


The association made public in con- 
nection with the teamster cover a 
letter to the association president, 
Edward Neisser, Massachusetts Mutual 
Life, Los Angeles, from President 
Horace W. Brower of Occidental Life 
of California—written before bidding 
on the case. 

In his letter, Mr. Brower pointed out 
that approximately 200,000 members 
of International Brotherhood of Team- 
sters, Chauffeurs, Warehousemen & 
Helvers of America in local unions 
affiliated with Western Conference of 
Teamsters are protected by “life with 
dues” group contracts written with 
Occidental. He emphasized that Occi- 
dental has been handling the confer- 
ence’s life with dues program since 
1946. 

He noted that the company paid the 

(CONTINUED ON PAGE 19) 


Okla. Devartment Is 
Under Merit Svstem, 
Hunt Issues Bulletin 


The Oklahoma attorney general has 
advised Commissioner Hunt that his 
der-rtment. with the exception of the 
commissioner, the chief deputy, one 
private secretary and the other mem- 
bers of the state insurance board, are 
subject to the merit system enacted by 
the legislature this year. 

Mr. Hunt has issued a bulletin to 
department members listing the pro- 
hibited political activities but explain- 
ing that the department staff retains 
the right to vote. 

The bulletin concludes by informing 
department employes that they may 
display a political picture in their 
homes if they desire. “To those of you 
that have been in the insurance de- 
partment less than two years, it will 
be necessary that you take an exami- 
nation for the position held by you,” 
Mr. Hunt states. “If you do not obtain a 
passing grade in the examination, you 
shall be dismissed from your position 
within 30 days, excluding annual leave, 
after the establishment of a list of 
eligibles for such position. I hope you 
pass. 

“Wishing each and every one of you 
a Merry Christmas and a Happy New 
Year.” 
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Shreveport GAs Get Strong Pitch Metropolitan Has 
On Adding Fund Shares To Arsenal New Policy Forms, 


The Shreveport General Agents & 
Managers Assn. at its recent meeting 
got a persuasive argument from Agen- 
cy Vice-president H. J. Noel of Stan- 
dard Life of Indiana for combining the 
sale of mutual fund shares with life 
insurance. Standard entered into such 
an arrangement about three years ‘ go. 
Following are some excerpts from Mr. 
Noel’s talk. 


What is the situation going to be in 
1980? I have it from reliable sources 
that the Department of Labor has the 
average hourly wage figured at $5 an 
hour by the time we reach that date. 
Further, I know that some persons con- 
nected with the Federal Reserve bank- 
ing system agreed among themselves 
that the average automobile, not the 
deluxe variety, which we see driving 
the streets today will cost approxi- 
mately $5,000 by that date. 

These determinations were made 
even considering the fact that the 
market may be depressed from time 
to time and the value or purchasing 
power of the dollar would increase for 
brief periods between today and 1980. 
In other words, the value of the dollar 
has been depressing slowly since the 
first records were kept back in the 
early 1800s. Though the speed of this 
depression has varied from time to 
time, the over-all trend is in one 
direction and that is down. 


Mutual Funds Called Safest 


One of the most conservative and 
to my way of thinking logical ways 
for Mr. and Mrs. John Q. Public to 
offset the decline of the purchasing 
power of the dollar is to put at least 
a portion of their day to day savings 
during the earning period away in 
investments in the form of mutual 
fund purchases. I say mutual funds 
because of the very broad equity base 
and the management and _ selection 
offered, assuring the purchaser of the 
maximum protection that they could 
expect with an equity investment. As 
American dollars inflate, these equity 
investments can hardly help but move 
in the same general direction and for 
the most part will definitely keep pace. 

Assuming that most salesmen sell to 
clients within five years over or under 
their own age, another need the sale 
of mutual funds might fulfill is the 
desire of the life insurance salesman 
who has reached age 45 to continue to 
serve his clientele and at the same 
time earn for himself and family an 
income. A recent survey by 
LIAMA-LUTC indicates that the in- 
dustry sells only 13% of its volume at 
45 and above. 

Having attended life insurance con- 
ventions as well as mutual fund con- 
ventions, I can say that one quick look 
around the convention floors of these 
two organizations reveals that the 
mutual fund salesman is from five to 
15 years older than the average life 
agent, and I have been quite surprised 
to find that a number of these sales- 
men are former life insurance men. 
Here, then, would appear to be a 
means by which we can lengthen the 
selling career of a great many life 
insurance men, to say nothing of the 
mutual fund man. 

Mutual fund salesmen find it diffi- 
cult in the earlier years—I am refer- 
ring to age 21 to 35—to earn a living 
income. This is not to say that some 
don’t make a handsome income, but 
by and large it is difficult because of 
the small commission, and because the 


clientele of most of the salesmen are 


of a young age who are not yet earning 
enough money that they can afford to 
buy great quantities of life insurance. 

Life insurance men, on the other 
hand, find their clientele still there at 
age 45, but the opportunity to sell 
additional coverage is drying up and 
all that remains is service work which 
but for a few of the top salesmen does 
not leave much of an income-produc- 
ing job. With mutual funds many of 
their former life insurance clients are 
now also their mutual fund clients, be- 
cause they have reached an age in 
life where they can set aside some 
funds for an equity investment and 
thereby balance up their fixed dollar 
program even though many of them 
may now be quite uninsurable. 


Funds, Life Insurance Compatible 


The sale of mutual funds and life 
insurance is compatible. The mutual 
fund industry has been actively seek- 
ing certain of the very fine inherent 
features of life insurance. For one 
thing, most mutual funds have some 
arrangement to sell completion insur- 
ance, that is, a term insurance policy 
that will protect the investor should 
he die before he has had an opportun- 
ity to complete his investment goal. 
I think you will all agree with me that 
it is an excellent feature for a mutual 
fund investor to have in his program, 
but as far as the salesmen is concerned 
it’s cheap insurance and won’t net him 
much commission. 

Secondly, the mutual fund industry 
has actively sought—and there are 
some plans available to investors to 
pay out to the investor at some future 
date—a monthly income that would be 
comparable to an annuity. However, 
the only people who can write an 
annuity contract are those in the life 
insiirance business. The mutual fund 
pe ‘ple, therefore, can only offer a very 
second rate substitute. There is no 
guarantee as to how much the recipi- 
ent will receive because there is no 
guarantee as to the value of the shares 
or the earnings of the shares during 
the period of p-vout. 

On the other hend, the life insur- 
ance industry has been atively seek- 
ing to incorporate in its contractual 

(CONTINUED ON PAGE 16) 


Union Leaque Review 
And Forecast Session 
Is Set For Jan. 15 


The Insurance Group of Union 
League Club of Chicago will conduct 
its popular annual “review and fore- 
cast” session Jan. 15. Five speakers 
will offer their views of the next 12 
months in the fields of insurance su- 
pervision, insurance stocks, and life, 
A&sS and property insurance. 

Director Joseph Gerber of Illinois 
will talk on _ supervision; Levering 
Cartwright, president Cartwright, Val- 
leau & Co., stocks; A. N. Guertin, ac- 
tuary American Life Convention, life; 
Robert Neal, general manager Health 
Insurance Assn., A&S, and Vincent 
S. McKerrow, vice-president reinsur- 
ance and excess line division Continen- 
tal Casualty, property. 

Roy L. Davis, midwest manager 
Assn. of Casualty & Surety Compa- 
nies, chairman of the Inusrance Group, 
who is spending the holidays at his 
winter home in Arizona, will preside 
as he has at all of the review and fore- 
cast meetings. 
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Agent Pay Plans 


NEW YORK—Metropolitan Life 
of Jan. 1 is completely revising 
agent compensation contracts 
bringing out new policy forms for 
non-weekly premium business. 

Policies are not only being chan, 
but are being recast into lang, 
more easily understood by the pup 
A guaranteed insurability option is, 
of the new features. 

Superceding the present ordinal 
policies will be the Tower series; 
amounts of $5,000 face amount and, 
with premiums graded by size, x 
the Metropolitan series, which will; 
in amounts from $2,000 to $4,999 », 
from $250 up to $1,999. Many ride 
will be provided to take care of pry 
tically every necessary type of ne 
Uses Last-Birthday Age 

A change that the company belies 
will prove popular with agents and ty 
public is the use of the purchaser’s |x 
birthday instead of his nearest biri 
day. 

All weekly premium plans will ; 
main as they now are and will } 
written on the policy forms now; 
use. 

Details of the new ordinary policis 
and the agents compensation contray 
will be reported in next week’s i 


Bankers Of Neb. Raises 
‘60 Dividends, Interest 


Bankers Life of Nebraska will i: 
crease 1960 dividends to policyholde 
and interest rates on funds left wit 
the company. Interest rates will ¥ 
raised from 3% to 314% and will app 
to policy proceeds left with the con 
pany at interest, policy proceeds le 
with the company to accumulate, ani 
premiums paid i:: advance. 











J. P. Fordyce, right, chairman ¢ 
Manhattan Life, receives an_illuni- 
nated scroll marking his 25th anniver- 
sary with the company, from Charles 
W. McKeone, manager of the Rami 
agency, New York City, and secretal) 
of Manhattan’s general agents’ advis- 
ory committee on behalf of the entire 
field force. 

Shown on the scroll is the $66,567,08) 
record volume of business in the 193) 
Fordyce summer campaign. The Pres 
entation took place at a luncheon # 
which those attending presented to M. 
Fordyce a sterling silver cigarette cas 
engraved with a 25th anniversary més 
sage. 
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LIFE INSURANCE EDITION 


*7,Q. REPORT FROM CHICAGO: 








Prepare to review the two finest individual pro- 
tection plans your client can own... *total- 
quality for total needs. Here is privileged cover- 
age ... positive protection . . . *total-quality 
that speaks with absolute sales authority. 





WORLD-WIDE 
NON-CAN AND GUARANTEED RENEWABLE 
INCOME PROTECTION 


Fashioned with jewel-case appointments, our 
World-Wide Non-Cancellable, Guaranteed Re- 
newable Income Protection and our World- 
Wide Major Medical are the first word in 
custom-built coverages. 


WORLD-WIDE 
MAJOR MEDICAL EXPENSE PLAN 


PERSONAL-FAMILY 


Wherever you call, North American carries the imprint of 
distinction . . . *total-quality that assures extended options 
not found in the ordinary accident and health plan. 

Add these and other luxury refinements to.your working 
kit and you are ready for true mastery on the sales front. 
*Total-quality is the mark of distinguished products by 


North American since 1886. 


Brokerage by General Agents in 48 States 





Since 1886 


NorTH AMERICAN Accident Insurance Company 


209 S. LaSalle - Chicago, Ill. 
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That the future is always pur- 
chased by the present “is one prin- 
ciple that has always served me ‘vell,” 
Earl M. Schwemm, Great-West Life 
manager at Chicago, told the nearly 
400 persons attending the annual 
breakfast of Chicago Assn. of Life 
Underwriters. He added that «stimates 
have been made that from 30 to 80% 
of the products which will be seen 
in the next five years have not yet 
been produced. Also, 11 cents of ev- 
ery dollar will be spent on products 
not yet available. 

A somewhat similar situation pre- 
vails in life insurance, he said, in 
that it will continue to expand and 
new needs be found. This is of in- 
terest to the alert agent, but it also 
can be bad for agents if they do not 
take advantage of situations as they 
arise. “It is a big job to keep abreast 
of our dynamic industry. It is the 
main challenge we have,” he declared. 


Calls For Growth From Within 


Progressive personal improvement 
calls for growth from within. The 
companies are keeping pace with the 
times and it is absolutely necessary 
that the agents stay with the econom- 
ic progress of their clients, Mr. 
Schwemm said. “It is a sad thing 
to see an agent start out with a group 
of policyholders, get them underway on 
a life insurance program and then fail 
to progress enough in his academic 
knowledge to enable him to cope with 
these customers as they grow. A more 
alert agent comes along and sells 
them the really big programs. We do a 
good job of our ability to serve and sell, 
but then turn right around and cut 
down on our activity. One nullifies the 
other,” he said. “Maintain your sales 
activity and you will increase the size 
of policy sales.” 

Mr. Schwemm’s “theme song” since 
1940, and one which he is§¥ sstill 
using, is that the real payoff is not 
knowledge of the business but aware- 
ness of outside influences which af- 


‘Outside Influences’ Can Mean Success Or 
Failure In Life Sales, Says Earl Schwemm 
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Slate Headliners For 
Cincinnati Congress 


Three agents association leaders, a 
home office official and a prominent 
football coach will be featured at the 
1960 sales congress of Cincinnati Life 
Underwriters Assn. Jan. 15 at the Sher- 
aton-Gibson Hotel. 

The insurance speakers will be B. C. 
Lewis, Prudential, vice-president New- 
ark Life Underwriters Assn.; Bart 
Hodges, New York Life, president Aus- 
tin (Tex.) Life Underwriters Assn. and 
a life member of Million Dollar Round 
Table; H. S. McIntyre, Northwestern 
Mutual, president Minneapolis Assn. 
of Life Underwriters, and Weymouth 
Fogelberg, director home office agen- 
cies Indianapolis Life, who is well 
known as a guest lecturer at Ohio 
State University’s graduate seminars. 

Ara Parseghian, Northwestern Uni- 
versity coach, who was both a star 
athlete and head coach at nearby Mi- 
ami University of Ohio, will be the 
luncheon speaker. N. R. Humphries, 
Manufacturers Life, is president of the 
Cincinnati association. 


Some of these influences he named 
are tax laws, marital deductions, court 
decisions, social security, population 
increase, etc. He noted that most of 
the big sales in the past 10 or 20 
years have been primarily due to tax 
laws. “We know about these outside 
changes, but do we interpret them to 
our clients so we can make sales?” 
he queried. “In the tax law of 1958 
alone there are enough items to keep 
us in business if we never did any- 
thing else.” 

As to population _ statistics, the 
speaker said if proper interpretation is 
put upon these figures, more life in- 
surance can be sold. He mentioned 
the larger dependency period at both 
ends of life. There is better child mor- 
tality, increased educational require- 
ments, and the child is dependent a 
lot longer than in former years. He 
gave figures on a recent study of the 
cost to bring a child up through col- 
lege as $29,000. ““We are cheating our 
children if we don’t carry enough in- 
surance to take care of this increased 
dependency.” 


If Agents Don’t, Government Will 


At the other end of the line, a lot 
more people are sure of reaching re- 
tirement and will be retired for a 
much longer period. There must be 
an income to guarantee this future. 
The time to provide for that is now. 
With the high cost of living, taxes, 
and the like, life insurance and an- 
nuities provide the best method to do 
this, Mr. Schwemm declared. With the 
life span possibly reaching 100 years, 
“the agents must take care of these 
people or the government will.” 

There is a point here which may 
be overlooked by life insurance people 
in relating insurance needs to retire- 
ment income, he said. With increased 
longevity, there is a new need based 
on how many people are kept alive 
from advanced science, new drugs 
and the like. This costs money and 
adds to the necessity of a guaranteed 





spent several thousand dollars to keep 
his father alive. 

Juvenile insurance has long been a 
special pet of Mr. Schwemm’s. He 
pointed out that since 1949 the popu- 
lation has risen 29 million and that 
50% of this figure is under 20 years 
of age and 15% over 65. “In other 
words, two-thirds of our increased 
population is in the non-producing 
group. We have already got a quanti- 
ty juvenile market, but a better quali- 
ty market is the goal for which to 
strive. Knowing how to transfer part 
of a man’s estate into juvenile insur- 
ance to create a smaller tax burden 
than will later arise by use of a will 
is an invaluable sales tool. 


Baby Crop Will Be Producers 


“The post-war baby crop will soon 
be in the producing group. From 
whom will they buy their insurance? 
The man who originally sold these 
people quality juvenile insurance will 
certainly bein a favored spot. Also, 
juveniles are started on an insurance 
program before they are employed 
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First A&S Industry bane 
Fact Book Published |. yp 
By Health Institute | eo" 


The American public spent an ave an Leandr« 
age of $95 a person for medical caf, John Ha 
in 1958, according to Health Insurapy Mfices tO SE 
Institute in its new  publicatig information 
“Source Book of Health Insurangf,e home of 
Data.” nakes possi 

Total public expenditures for pefitions that 
sonal medical care in 1958 were $1! group po 
billion, comprising nearly 6% of 4 which coulc 
public’s outlay for all its person§ims. 
needs. The oper 

Hospitals accounted for $4.5 billinfeing appré 
of the total, doctors for $4.8 billinfid by cli 
dentists for $1.7 billion, drugs, mej. ertinent fa 
cines and orthopedic appliances fyf. subseque 
$4.4 billion. The remaining $1.3 billig} titers. Pro 
went for all other medical costs, inh typed wo! 
cluding private duty nurses, NUIsing her tape wt 
homes, chiropractors, eyeglasses, apj ormation ¢ 
the cost of acquiring health coverag Jian verifie 
ne tape for 






















































Several Sources 


The source book, first of its kind jj }\utomatic C 
the health insurance field, is a com} — A 
prehensive compilation of  statisticq oe 
and other factual material related t putomatic. “ 
health insurance and the financing gf Flexow 


medical care. The information wa tes the k 
drawn from several insurance associa. if this _— 
tions, other health insuring plans PP which 
government agencies, as well as hos. pation nec 
pital and medical groups. d — 
The 80-page book contains 11 charts Pt" dail; 
32 tables, a glossary of health insur. translate 
ance terminology and a list of historic P™Y@° _— 
dates in the health insurance field The ing 
‘ormation 





Subjects included in the book ar 
health insurance during 1958, extent? 3 _—— 
of insurance coverage, trends in pre. f” gio 
miums and benefits, types of health pents = mac 
insuring organizations, medical care hanges the 
costs and morbidity in the United panent = 
States. laim files 

Among the many facts and figures F® — 
contained in the book are: As il 

—At the end of 1958 insurance com. ®, Policy 
panies covered 72 million persons, mame ac 
Blue Cross-Blue Shield 55 million, and f@¢ke4_ by 
independent plans five million. Some pedetermin 
persons were covered by more than pent amour 
one organization and with allowance As soon 


cash fund which should be available 
on retirement. Mr. Schwemm gave 
the case of a friend who recently 


Werle of Balloons 
{ard Gotten Canty 


‘Remember the days when balloons, cotton candy, and ice cream were 
extremely important factors in your life? 

As we grow older, we think less about our childhood dreams and 
concentrate on present day realities such as future security. 

Granted, balloons may have been more enjoyable subjects but even 


fect peoples’ lives. We can’t sell in 
better markets unless we have a 
knowledge of these outside influences.” 








\} 














they would occasionally pop and change our world of make believe | 
into a world of tears. This is a perfect analogy for our present world | 
of realities. If a disaster were to strike your family, could you cope | 
> with it? Or will a disaster shatter your “balloon of security.” | 
The Federal Life Insurance Company of Chicago offers the finest 
Secured Income Plan in the insurance field today. This non- | 
cancellable, guaranteed renewable plan is a combination of Life and | 
Accident and Health—just the thing to protect your “Security | 
balloon.” 
Manager openings in Kansas City, Minneapolis-St. Paul and 
other prominent cities are available. If you would like further — | 
detals on selling this plan write: Emery Huff, Agency VP. | 

| 

| 

| 

| 

| 

| 


FEDERAL LIFE INSURANCE COMPANY 
Chicago 46, Illinois 


6100 N. Cicero Avenue e 


and exposed to all the various fringe 
benefits and the like which may re- 
duce the desire to purchase insurance. 
If they have already been started on 
a basic program, they will be able to 
add these fringe benefits instead of 
regarding them as the entire means 
to the end. Juvenile insurance also 
guarantees insurability, and as to the 
guaranteed options “we are giving the 
child 20th century options which will 
be used in the 21st century.” 


Don’t Know Own Potential 


Returning to product knowledge, Mr. 
Schwemm said, “We have plenty of 
knowledge and ability but we don’t 
know our own potential.” He pointed 
to the experts and specialists in the 
business who are in great demand, at 
meetings as speakers, for instance. 

“A good man speaking on pensions 
always draws a good attendance. Peo- 
ple are very interested. During the 
meeting they can be heard saying— 
‘this is the market for me,’ but they 
don’t do anything about it,” said Mr. 
Schwemm. “The vast majority in this 
audience gives the specialist close at- 
tention but seems to forget very 
quickly the things they were going to 
do as a result of their inspired deci- 
sions. 

“These speakers, these experts, are 
no different than anyone else but 
have been out making calls in their 

(CONTINUED ON PAGE 19) 


for this duplication the net total cov- f° has | 
ered was 123 million persons. 

—Of the 123 million persons who 
had hospital expense insurance, 91% 
also had surgical coverage. 

—American families are budgeting 
more of their income toward the pur- 
chase of health insurance. In 1958, 
1.9% of the public’s disposable per- 
sonal income went for health insur- 
ance, compared to 1.5% in 1954, and 
8% in 1949. 

—The total amount of premiums 
paid to insurance companies, Blue 
Cross-Blue Shield, and other hospital- 
medical plans in 1958 was $5.9 billion. 

—Health insurance benefit pay- 
ments totaled $4.7 billion in 1958, 
almost five times the amount of bene- 
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22 Million Hospitalized d, unres 

—Nearly 22 million persons, one out ee - 
of every eight in the U. S., were ad- pppnes 
mitted to short-term general hospitals },, : 
in 1958. ives Li 


—There were 451,000 persons con- 
fined to hospitals on an average day 
in 1958. 

—Men were more injury prone than 
women. During the year, the injury 
rates were 331 injuries per 1,000 men 
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compared to 229 per 1,000 women. a gies 
—The American home accounted for gg 


the greatest percentage of injuries with 
41% of the persons injured victims of 
home accidents. 
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'Y Hancock Automates 
ned Froup Claim Set-Up 
Flexowriters, automatic writing ma- 


| 
Ite nines made by the Friden Co. of 
2N avelean Leandro, Cal., have been installed 
iCal cai, John Hancock’s group claim field 
nsurandhéfices to speed transmission of claim 
Licatig information to Univac computers in 
1sUrangiye home office at ” »ston. The system 
makes possible rapid detection of con- 
for pedhitions that cause increased claims by 
Te $16 group policyholder’s employes and 
Of thfvhich could result in higher premi- 
Person ms. 
The operation begins with claims 
) billigbeing approved for payment in the 
billinfield by claims men, who note the 
» Medifortinent facts on a worksheet which 
Ces fu; subsequently typed on the Flexo- 
3 billinfiters. Products of this operation are 
Sts, in typed worksheet and a punched-pa- 
nursifer tape which contain all of the in- 
€S, anformation on the form. The claims 
Veragefnan verifies the typing .and releases 
he tape for payment. 







kind jy Automatic Operation 


tistie From this point on, the operation is 
ated t putomatic. The tape is fed back into 
cing uf Flexowriter which automatically 
nN Was ites the benefit draft. A by-product 
ssocis if this process is another punched 

ape which contains all of the infor- 
1s hos. mation necessary for the accounting 

d statistical operation. Mailed to 
charts P° ton daily, this tape is automatical- 
insur. translated and introduced to the 


ristorie ivac computer. ; 
field The computer routinely checks the 
k are formation fed it each day and sets 
extent f? 2 record which represents all 
n pre. #2 ges in claim files because of pay- 
health ments made in the- field. These 
hanges then are used to update per- 
manent computer open and _ closed 
lam files and to charge policyhold- 
igures rs’ accounts with the dollars paid. 
As part of this updating function, 
he policyholders’ monthly and year- 
"fyh-date accounts are automatically 
'fhecked by the computer against a 
Ss iedetermined “safe” cumulative pay- 
ment amount for each coverage. 
As soon as sufficient claim exper- 
ence has been gathered to establish 
e safe amount, the computer can 
te triggered to produce an analysis 
then claims exceed it. This can be 
nickly transmitted to the policyhold- 
t with recommendations on how the 
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nsur- Guaranteed Insurability 
, and Rider Underwriting Rules 
ased By State Mutual 














1iums 
sitak [Ste Mutual Life has liberalized 
llion epewriting practices for its guaran- 
on insurability rider. Effective im- 
be mediately, the rider is being made 
oni vailable to commercial airline pilots 
ind crew members, as well as civilian 
viation risks who qualify for stand- 
d, unrestricted coverage, and to 
> oll ttain enlisted personnel in the top 
ade pre grades in the armed forces. 
vitals j,. a a 
ives Lincoln Lectures 
cr. Dn 25,000 Mile Circuit 
" —R. Gerald McMurtry, director of 
than Pitcoln National Life Foundation, has 
jury furned to Fort Wayne after a 10- 
men #¢k lecture tour of the Far East. 
: € purpose of the trip, which in- 
for Fuded Korea, Formosa, Hong Kong, 
with Pdonesia, Singapore, Malaya, Thai- 
sof fd, Philippines, and Hawaii was to 


ister good will between the people 
{ America and these countries by 





YIM 


LIFE INSURANCE EDITION 


stimulating an interest in the charac- 
ter and ideals of Abraham Lincoln. His 
tour was under sponsorship of the 
U.S. State Department’s international 
education exchange program. He trav- 
eled 25,000 miles, and gave 58 ad- 
dresses to more than 22,000 persons. 
Many of the lectures were attended 
by the public, while others were giv- 
en in conferences and lectures before 
university groups and government 
officials. Some of his talks were given 
on the British Broadcasting Co. in 
Hong Kong, Voice of America, and 
other major radio stations of coun- 
tries he visited. 


Explains F ive Ws Of 
Selling A&éS Coverage 


The who, what, why, where and 
when of successful disability insurance 
selling was explained at the December 
meeting of Chicago A&H Assn. by E. 
E. Ballard, president of All American 
L.&C. 

Prospecting, he said, “is still the No. 
1 problem today,” and these are the 
questions the agent asks himself when 
he starts off in the morning looking 
for the man who will buy. The agent 
knows the answer to whom he must 
call on, if he has obtained three re- 
ferrals from each of his previous cli- 
ents. This should provide him with all 
the prospects he will need. 

Every agent knows why he is going 
to see a prospect; a man without dis- 
ability coverage is in for financial de- 
spair should he be injured or afflicted. 

What the agent calls on the prospect 
with is an organized sales presenta- 
tion. This does not mean a canned 
sales talk. Where he interviews his 
prospect is someplace where they won’t 
be disturbed. The when, Mr. Ballard 
said, is today; disability doesn’t always 
wait for some other time. 

These thoughts will put agents on 
the path to success, Mr. Ballard de- 
clared. Agents, of course, will find it 
easier to implement this success by 
putting out a little hard work. Then, 
too, he noted, there is no substitute 
for enthusiasm. 


Standard Security Life In 
Reinsurance Agreement 
With Continental-National 


Negotiations on an unusual depar- 
ture in reinsurance agreements have 
been completed between Standard Se- 
curity Life and Continental-National. 
Under the agreement, Standard Secur- 
ity cedes to Continental amounts of 
coverage in excess of its normal re- 
tention and, in addition, Continental 
will reimburse Standard Security for 
all claim payments beyond a certain 
percentage of mortality in excess of 
the 1958 CSO table. 

The form of reinsurance, common 
in the casualty field, is generally re- 
ferred to as stop loss reinsurance. The 
plan protects companies against ad- 
verse experierice due to the limited 
number of policies which may be in 
force. 

Standard Security is currently writ- 
ing long-term life coverage and plans 
to soon present innovations in both 
life and medical expense plans. 


Pru Raising Discount On 


Premiums Paid In Advance 
Prudential has announced that it will 
raise to 4% the discount on premium; 
paid in advance on ordinary life and 
retirement annuity policies. The new 
rate, applicable to premiums paid up 
to 15 years in advance, will be ef- 
fective Jan. 1. The old rate was 3%. 


Twin Cities’ Airport 
Concession Bids Vetoed 


Bids for the trip insurance conces- 
sion at Wold-Chamberlain Airport of 
Minneapolis and St. Paul have been 
rejected by metropolitan airport com- 
mission. It was pointed out that be- 
cause of ambiguities in the specifica- 
tions, the companies were not bidding 
on a comparable basis. 

The commission met to study the 
matter further and may award the 
future contract on a negotiated rather 
than a straight bid basis. 

Marsh & McLennan, which has op- 
erated the concession for several years, 
has offered $77,000 annually to the 
airport commission for the concession 
until the new building is completed in 
1961. Marsh & McLennan has been 
handling the business for Associated 
Aviation Underwriters. Other compa- 
nies competing for the business are 
Tele-Trip, North American L.&C., and 
Airport Sales Co. 


Lamanda Director Of 


New Maine Ins. Co. 

Arthur F. Lamanda, former first 
deputy superintendent of the New 
York department, has been elected a 
director of Maine Ins. Co. The compa- 
ny, a subsidiary of Life Insurance Se- 
curities Corp. of New York, is pres- 
ently writing A&S business but plans 
to extend operations into other lines. 

Mr. Lamanda is now a member of 
the New York law firm of Garfield, 
Clifford & Fagan. 

Wallace D. Lawson, Austin, Tex., 
division manager for Franklin Life, 
led the company’s agents in Novem- 
ber sales with a volume of $482,250. 


] 


Nw National Announces 
Pension, Rate Changes 


Northwestern National Life has in 
troduced a low rate pension trust class: 
policy and has increased from 3% to 
334% the interest rate paid on con- 
version funds deposited under pension 
and profit sharing plans. 

Under the new pension trust class 
policy, the same pension can be pur- 
chased for a smaller premium with a 
consequently greater proportion of the 
pension fund being accumulated in a 
tax exempt trust. This results in 
greater flexibility in the pension cost 
for the employer. Also, because of the 
higher interest earnings paid on con- 
version funds, it will bring about a 
sharp reduction in total over-all cost. 

Since Internal Revenue regulations 
permit up to 50% of each participant’s 
profit share to be used for insurance, 
the new policy means that more insur- 
ance can be purchased with a given 
portion of the profit sharing funds 
than ever before. Formerly, a life 
company’s earnings on pension and 
profit sharing plan assets were taxed 
in the same manner as its interest 
earnings on other invested assets. A 
new federal law, however, substantial- 
ly exempts pension and profit sharing 
assets. 


Two Phoenix Insurers 


Join Producers Group 


Two Phoenix insurers—Great South- 
west Life and National Reserve Life— 
have affiliated with Producers group. 
Combined assets of the two compa- 
nies total $5 million. 

In connection with the affiliation, 
Producers group has moved its home 
office from Mesa, Ariz., to Phoenix. 












COMMONWEALTH 
LIFE: 


INSURANCE COMPANY 


. Best wishes to all ovr 
friends in the industry for 
a happy and prosperous 
1960. 


an” HOME OFFICE: 
itr i Commonwealth Building 
Louisville 


The Tallest, Finest Office 
Building in Kentucky 





Flexibility Of Thinking More 
Needed Than Ever: D. C. Josephs 


Life insurance has been a leader in 
finding new and more efficient meth- 
ods of operation, 
but it faces many 
problems that 
“test the flexibil- 
ity of our think- 
ing,” Devereux C. 
Josephs, retired 
chairman of New 
York Life, said at 
the annual meet- 
ing of Life Insur- 
ance Assn. of 
America. 

The life insur- 

D. C. Josephs ance industry has 
“led the parade in the use of new of- 
fice equipment, simplified procedures, 
developed new products, met the ad- 
vancing claims of government with in- 
telligent modifications, adjusted its in- 
vestments to new opportunities and 
persuaded some of the states to relax 
various restrictions that had long out- 
lived their usefulness,” he said. 





There are, however, several ques- 


tions which challenge the future 


growth of life insurance, he _ said. 
Among them he listed these: 

“Why has our business become a 
less significant channel for savings 
than it used to be? 

“In our group pension business, have 
we let ourselves be hobbled by tradi- 
tional definitions, distinctions and as- 
sumptions? The business used to be all 
ours—now we have lost a large part 
of it. 


Too Much Tax-Angle Stress? 


“Have we (operated in persuading 
the legislatures to change the restric- 
tions in procedures and investments 
required by changing times? 

“Is the future market for individual 
insurance being compromised by too 
much emphasis upon temporary tax 
angles? The original and still funda- 
mental purpose of life insurance is 
protection and saving. 

“Have we continued to impose our 








Double Dollars for Prudent People 


Prudent people always like our Double Disability rider. 


It allows them a monthly disability income of $20 

per $1,000 of face amount (DOUBLE the traditional 
amount) with a $500 limit. The waiting period of only 
four months is appreciated, too. 


And if a Term policyholder (yes, we even add it to Term) 
should become disabled we: 


(1) pay the premium; (2) pay a monthly income 
of $20 per thousand; (3) change the policy to 
Ordinary Life at the end of the term; (4) continue to 
pay income p/us waiving the increased premium; 
and (5) pay fall face amount at death. 


On many plans, we pay disability income not just to age 
65, but for life — reducing to half the original amount 


at age 60. 


Double Disability means double dollars for your clients. 
And satisfied clients mean more dollars for you. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Vice President 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 

















HieNATIONAL UNDERWRITER 


specialized vocabulary upon a public 
which has so often misunderstood our 
meaning? 

“Have we made our dealings with 
the public as simple and as convenient 
as possible?” 

The important point here, Mr. Jo- 
sephs stated, “is not the questions 
but the capacity to make appropriate 
changes.” 

While admitting that the reluctance 
to adopt change gives a measure of 
stability to society, Mr. Josephs point- 
ed out that progress can be hindered 
by obsolete attitudes which have their 
roots in conditions which have long 
been outgrown. 


Fears Trial Of Comforts 


“I fear comforts of laissez-faire, the 
avoidance of planning, and lastly, an 
habitual hostility to all things govern- 
mental,” he said. 

As to the fear that the government 
would eventually stamp out initiative, 
Mr. Josephs expressed faith in the 
resiliency and resourcefulness of the 
American people under any conditions. 

“Such is the character of the Amer- 
ican that I do not fear the danger of 
being engulfed,’ he said. “He has a 
tradition of freedom, belief in personal 
opportunity, and is confident of a vig- 
orous society in which to achieve his 
ambitions”. 


Ind. Legislature Sets 
Public Hearing For Jan. 5 


Two subjects that have resulted in 
much heated discussion in Indiana in 
the past will constitute the agenda of 
a public hearing on Jan. 5 by the in- 
surance study committee of the state 
legislature: credit insurance and the 
sale of life insurance by corporations. 

Under the state’s 1935 code, life 
commissions cannot be paid to a cor- 
poration directly or indirectly. This 
provision of the statute was fostered 
by the life agents’ association primarily 
to stop the widespread practice of the 
sale of life insurance by banks 
throughout the state. In addition to 
getting the banks out of the business, 
the statute also automatically put in- 
corporated agencies out of the life 
insurance business. 

An incorporated agency in the state 
can write life insurance only by the 
process of having an agent with a di- 
rect contract with a life company. The 
commissions on the business must be 
paid to the individual, who is not sup- 
posed to refund any of them to the 
corporation either directly or by some 
indirect device. 

Pressure for a change in this law 
is rising from fire-casualty interests 
as a result of the entrance of many 
fire-casualty companies into the life 
business. A good many fire-casualty 
agencies are corporations. 

Chairman of the legislative com- 
mittee is State Senator J. Russell 
Townsend, general agent, Equitable of 
Iowa, Indianapolis. 


Aetna A&S Campaign 


Has Record Results 


More than 11,000 A&S applications 
were written by representatives of 
Aetna Life and Aetna Casualty in the 
companies’ “Hoodoo Day” campaign 
on Nov. 13. 

A&S premiums of $538,000 were 
produced—a new record for the cam- 
paign traditionally held on Friday the 
13th. The New York office of Aetna 
Casualty led production with 924 ap- 
plications, followed by the Henry A. 
Maddox general agency of Aetna Life 
at Atlanta with 771, and the Chicago 
casualty office with 703. 


December 26, }9 


Legal Reserve Lite Resis 
Organized At L. Aic H 


Legal Reserve Life of California 
been formed at Los Angeles by Tyg A Ple@ 
V. Post, Dallas insurance and bankjgyalues 19 
executive, and Edwin W. Pauley, 
Angeles oilman. The company is y 
ing individual and group business g 
plans to expand into 15 western staf 
including Hawaii. j 

Mr. Post, president of American Jj 
of Birmingham and chairman of Ba 
of Services & Trusts, Dallas, is pre 
dent and a director of the new insu 
and Mr. Pauley is a director. Of 
include Bernard P. aN 
of civilian busing 
M. M. Shaw, vice-president of mility 
and John Gilchrest, yj 
president and actuary, who served jp 
similar capacity with American [ij 





vice-president 


Lincoln National Life’s 
November Contest A Succesl 


Agents and general agents of Lj, 
coln National Life beat all previoy 
monthly production records for ty 
company in a one-month “Shoot ty 
Moon” sales contest conducted in \iJ 
of $80,275,602 4 
volume was written. 

The highlight of the contest was 4 “plowing 
special one-day drive in honor of Hej 
ry W. Persons, vice-president and ¢J 
rector of agencies. All previous daij 
production records for the company 
were shattered with $17,192,307 in vo. 
ume being written during that da 

Individual contest winners will r. 
ceive recognition on the basis of pr 
miums and number of lives writte, 
Howard E. English, Freeman J. Wo 
agency, Chicago, was the individu 
winner, and Albert N. Hepler, Edwi 
S. Ehlers & Associates, South Benj 
was runner-up. 

Agencies were competing in four i 
visions based on past production fig. 
ures, and permanent plaques will k 
awarded to the leading agency in eat) 
division. The R. C. O’Connor agency, 
Baltimore, which led all other agencia 
in the agency competition, was winne 
of Division 1. Other division winne; 
were F. G. Lotito agency, Chicagy 
Division 2; Frank Jay Mellinger age- 
cy, Akron, O., Division 3; and Sprin- 
field, Ill., office, Division 4. 


Enjoin Ex-Am. Woodmen 
Officer From Supreme Cam 


American Woodmen of Denver ha 
obtained a St. Louis circuit court o- 
der restraining B. W. Goodwin J. 
from holding office or exercising any 
rights in the fraternal’s supreme cam). 
L. H. Lightner, supreme commande, 
fired Baldwin in September, but th 
latter refused to relinquish records 0 
to vacate his office in St. Louis. 

Goodwin has filed a counter suit for 
$116,000 damages, contending his fit- 
ing was without valid cause. 


SUPERVISOR WANTED 
EXCELLENT BASE SALARY 


OVERWRITE AND EXPENSES 


TRANSFER OF A SUPERVISOR FROM SAN DIEGO 
TO LOS ANGELES WILL PROVIDE AN EXCELLENT 
OPPORTUNITY IF YOU ARE QUALIFIED. OU 
AGENCY HAS BEEN NO. 1 SINCE 1950 FOR THE 


WASHINGTON NATIONAL INS. 60. 


H. E. NEVONEN, C.L.U., GENERAL AGENT 
3580 Wilshire Blvd. Los Angeles 5, Calif. 
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LitlRes'st Pressure Of Expediency, 
L. ACH. Schaaff Warns In LIA Talk 








ifornia i 

s by Ta A plea for a return to traditional 
1d ba kigvalues in life insurance—for emphasis 
auley en savings and se- 





1y is 


isiness ail 


fern s 


rican 


n of Ba 


, is p 
Ww ins 
tor. Q 
P. 






















curity—in the face 
of an array of new 
group plans, mutu- 
al fund tie-ins, 
minimum deposit 
plans and dubious 
bargain _ rates 
was made by 
Charles H. 
Schaaff, executive 
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busi hi vice-president of 
of mility Massachu- 
est, Vie Charles H. Schaaff setts Mutual, dur- 
erved ip ing a panel discus- 
ican [jfsion at the recent annual meeting of 
: Life Insurance Assn. of America. Mr. 

5 Schaaff’s views were briefly reported 
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make decisions that are right rather 
than expedient?” asked Mr. Schaaff, 
crediting the question to the recent 
LIAMA talk of Roger Hull, president 
of Mutual of New York. Mr. Schaaff 
if feels that the place to control abuses 
is at the company level and not in 
4*plowing the whistle for a policeman.” 


Sells Agents On Savings 


Citing the experience of Massachu- 
setts Mutual, Mr. Schaaff showed 
how that company on its own hook 
kad lost business through its refusal 
write group insurance direct with- 
out agent’s commission, by a_ with- 
drawal of the first-year loan privi- 
‘ege, and by cancelling contracts with 
agents and brokers who also sold mu- 
iual funds. . 
“We’ve missed some business, but 
we sleep better nights,” said Mr. 
Schaaff. “Today we are making a se- 
rious and effective effort to sell our 
field representatives on selling sav- 
ings, and trying to support that pro- 
gram by sound underwriting. 

“We are pushing permanent plans— 
ordinary and limited pay—without 
loans; we are emphasizing cash val- 
ues; we have just increased our dis- 


Pa. Law Forbids A&S, Life 
Insurance Tie-Ins With 


Mortgage Interest Rates 
HARRISBURG—Gov. Lawrence of 
Pennsylvania has signed into law a bill 
which provides that life and A&S 
coverage tie-ins with mortgages is now 
a violation of the state’s penal code, 
carrying a penalty of up to $1,000 
fine and one year in jail. 

Elbridge P. Bragdon, Harrisburg, 
chairman of the legislative committee 
of Pennsylvania Life Underwriters 
Assn., said the measure is designed to 
break up the practices of some com- 
panies which have given lower mort- 
gage interest rates in return for allied 
insurance business. 

Previously, only insurance on real 
or personal property came under the 
ban. The new law extends it to in- 
clude life and A&S coverage, but 
omits from its prohibiting language 
group creditor insurance. 





Gov. Lawrence of Pennsylvania has 
signed a bill expanding powers of 
mutual life and mutual fire insurers to 
permit them to invest in shares of fed- 
eral savings and loan associations. The 
Measure stipulates that the associa- 
tions be insured by Federal Savings & 
Loan Ins. Corp. 





count rate; we are studying revisions 
of our interest rates on insured pen- 
sion plans; all with the purpose of 
attracting more dollars into the life 
insurance savings account, to help our 
agents meet the competition of other 
currently popular savings and invest- 
ment media, and to help wage the 
fight against inflation.” 

On an industry-wide basis, self-in- 
terest makes it difficult for anyone to 
agree on what should be done about 
the lateral extension of group cover- 
ages. On this point Mr. Schaaff quoted 
Eugene M. Thore, LIA general coun- 
sel: “Like the Indian says, everybody 
smokes the peace pipe but nobody in- 
hales.” 


Insurance The Only Solution 


“T believe that if life insurance is to 
fulfill the noble role for which it was 
invented originally, we must not 
permit it to become diluted for ex- 
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pediency, for growth for growth’s sake 
alone, or for any other selfish mo- 
tives,” said Mr. Schaaff. 

“I believe this, not because it is the 
party line, not because it represents 
the vested interest of our field forces, 
but for the simple reason that only 
through the miracle of life insurance 
can the average man solve the eco- 
nomic problems that face him.” 


N. Y. Board Of Trade Picks 


Officers: Meares Reelected 

The insurance section of New York 
Board of Trade, at its 20th annual 
meeting, reelected Charles W. V. 
Meares, vice-president of New York 
Life, chairman of the executive com- 
mittee. 

Executive vice-chairmen reelected 
were W. R. Ehrmanntraut, American 
Surety; Alexander Heid, John A. 
Eckert; and Rankin Martin, Standard 
Accident. 


Walter E. Ryan, Skokie, IIl., general 
agent for Franklin Life, led the com- 
pany’s managers in agency expansion 
during November. 


Nw Mutual Boosts 
Dividends Again 


A record $90 million in dividends 
will be paid by Northwestern Mutual 
Life to policyholders in 1960, an in- 
crease of 9.1% over those paid this 
year. This is the eighth consecutive 
year the company has raised its divi- 
dends. 

More than one million policyhold- 
ers, insured under 1,660,000 policies, 
will share in the 1960 dividends, 
which represent an increase in both 
amount and scale. The 1960 scale adds 
$4.4 million to the amount which 
would have been distributed had the 
1959 scale been continued. 

Northwestern Mutual has also in- 
creased the interest rates to be paid 
in 1960. On policy proceeds left on de- 
posit with the company, the rate will 
be raised to 3.5% on the anniversary 
date of settlement. Rate on dividends 
left to accumulate at interest will be 
increased to 3.4%. 

North American Life of Toronto has 
been licensed in the District of Colum- 
bia. 











New Programming Approach 
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LNL’s Family Security Forecaster brings 
a new approach to programming. Designed 
as a one-interview sale, it streamlines pro- 
gramming so effectively that the Lincoln 
Life agent can present a tailor-made plan 
in the first interview. No long hours of 
office work wasted on sales that aren’t made. 


Lincoln Life’s Family Security Forecaster 
is another reason for our proud claim that 
LNL is geared to help its fieldmen. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Fort Wayne, Indiana 

























THE PROSPECTS 
FOR 1960... ? 


SOME SAY GOOD... 
OTHERS SAY FAIR... 









We say they’re wonderful 
Because our prospects are 
the working men and 
women of America 





General Agency Opportunities in 
Arizona 
California 
Connecticut 
Delaware 
District of Columbia 
Florida 
Illinois 
Indiana 
Kentucky 
Maine 
Maryland 
Massachusetts 
Michigan 
Missouri 
Nevada 
New Hampshire 
New Jersey 

. New York 
Ohio 
Oregon 
Pennsylvania 
Rhode Island 
Virginia 
Washington 
West Virginia 
























Wisconsin 


For additional information 
Write 
THE AGENCY DEPARTMENT 


THE UNION LABOR 
Life Insurance Company 


200 East 7Oth Street 
New York 21, N. Y. 


EDMUND P. TOBIN, President 





Uniform Simultaneous 
Death Laws Should Be 


Improved: Provost 


NEW YORK—Improvement of laws 
covering the payment of life and ac- 
cident pol.cy benefits in the event of 
simultaneous death of insured and 
beneficiary was urged by Theodore E. 
Provost, assistant counsel cf Equitable 
Society, at the winter meeting of Assn. 
of Life Insurance Counsel at the Wal- 
dorf Astoria Hotel. 

In suggesting amendment of the 
laws as a means of eliminating much 
litigation and expense, Mr. Provost 
said that uniform simultaneous death 
acts, “offer little help and no protec- 
tion to insurance companies faced 
with the problem of determining with- 
out resort to the courts whether the 
insured or beneficiary died first, and 
who should be paid.” 


Courts Still Struggling 


Discussing the history of the law, 
Mr. Provost stated that under the sta- 
tute, which was designed to assist the 
courts, the insured under life or acci- 
dent coverage is presumed to survive 
the beneficiary when there is no suf- 
ficient evidence to the contrary. The 
difficulty, however, lies in determining 
whether there is “sufficient evidence” 
and consequently in many cases the 
courts seem to be struggling with the 
same problem they had before the 
statute was adopted. 

He said although all companies 
“would much prefer to be able to make 
a prompt payment in cases of simul- 
taneous death, we are obliged as com- 
pany counsel to consider carefully the 
risk to the company in making a 
determination of the factual question 
involved. The obvious result where 
there is disagreement between parties 
in interest is either a joint settlement, 
which often cannot be accomplished, 
or an interpleader with resultant dim- 
inution of the fund where counsel fees 
and costs are allowed.” 

In an interpleader the fund is paid 
into court and conflicting parties are 
brought into the proceeding to prove 
which one is entitled to it. 

“It would appear,’ Mr. Provost said, 
“that payment under the simultan- 
eous death act can only be made with 
any degree of certainty when there are 
no survivors to a disaster involving a 
ship lost at sea, a plane involved in a 
crash, an explosion or some similar 
catastrophe where by the very nature 
of the occurrence there is no possibility 
of a witness.” 


Chicago Life Supervisors 
Elect O'Reilly President 


Life Agency Supervisors Club of 
Chicago has elected Eugene T. O’Reil- 
ly of John Hancock president to suc- 
ceed A. Jerry Kirchberg of Continen- 
tal Assurance. Other officers named 
were Perry W. Ward, New England 
Life, vice-president; Joseph C. Moody, 
John Hancock, secretary, and James 
G. Davis, Connecticut General, presi- 
dent. John O. Wilson, general agent 
Mutual Benefit Life, was the speaker 
at the election meeting. 

Bankers National Life’s Ordinary 
Paid For In November Is Up 54.9% 


Bankers National Life’s ordinary 
paid-for business in November showed 
a gain of 54.9% over the same month 
in 1958. Paid-for ordinary business for 
the 11 months totaled $50,393,140, a 
32.2% increase. Total new business in- 
cluding group was $98,564,384 for the 
11 months as against $64,505,531 for 











the same period in 1958. 
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rose to a new company high during 
the first three quarters. 
creased $1,693,864 and now total $63,- 
708.254. New life issued and paid for 
is $774,546 ahead of the same period 
last year and life in force now totals 
$222,516,313. Sales of individual A&S 
insurance. registered a 38% increase 
in premiums with a 22% 
policies issued. 
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Urges Sales Trainers 
To Stress Essentials, 
Behavioral Sciences 


Map Plans To Revive 
St. Louis A&H Assn. 


Plans have been made to reorganize 

























































embe! 


ells | 
once 







St. Louis A&H Assn., and William as : ae: 
O’Meara, Continental Casualty, has Difficulty in communication, Pom 
been appointed temporary president. CUS language, and an emphasis on if irvine B 
Other temporary officers are Lester stig of product educati don Li 
Becker, Lincoln National, president- eh muddied and obscured tr the pe! 
elect; A. S. Quinn, Mutual Benefit ** esmanship and sales training, Hoffggual m: 
H.&A., and T. Lynn Prewitt, John 2°¢ R. Smith, assistant agency Vighig, said 
Hancock, vice-presidents; Irene Wil- president of Connecticut Mutual Lith ken too | 
liams, Continental Casualty, secre- = the oe —— of Sak qsurance 
tary, and Ray Macher, Occidental Life ee xecutives at its recent a his compa 
of California, treasurer. nual mnaeting aes Hollywood, Fla. ight from 
The association will be rechartered ee ~—— ie lergersistencs 
Feb. 15, and permanent officers will Pp Y, 100k:ghi, talk fol 
be elected. Vir’ BI the sec 
- - Piecord in 
Advantages Of A&S Sales ——— I, have “ 
. vel, an 
For Agents In New York Iitice. Go 
Shown By Warren R. Behm pfattitude 
Reasons for increasing sales of ac- gly 
cident and sickness insurance in New et 
York were given to Richmond County oe Wal: 






Assn. of Insurance Agents by Warren 
R. Behm, A&H department underwrit- 













Manager’s 


ing manager of American Casualty. nude ql P 
Speaking at Staten Island. N. Y., Mr. is tru fos 
Behm noted that A&S commissions ae dow 









are higher than on casualty lines gen- 
erally; the New York Metcalf law 
works to the producers’ advantage; 
and the Forand bill threatens to ex- 
tend social security benefits to older 
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aged, without reaching millions of per- Horace R. Smith, right, assistan Bota 
sons not covered by social security. agency vice-president of Connecticu ss a of 
Apart from higher commissions, Mutual Life, retiring president of Na. BP onts 


































tional Society of Sales Training Ex. 
ecutives, passes the gavel to the in. 
coming president, Robert E. Stevens, 
sales personnel manager at Los Angele 
for Carnation Milk Co. Photo was tak. 
en at Hollywood, Fla., at the society; 
annual meeting. 


A&S business presents an excellent 
loss ratio if applicants are properly 
screened, and also insurer sales liter- 
ature assists the agent without this 
having to refer to cumbersome man- 
uals, Mr. Behm pointed out. 

The Metcalf law works to the ad- 
vantage of the salesman, he said, in 
that it provides insured privilege of a 
10-day look at the coverage before 
buying; requires 30 days’ notice of 
non-renewal, and cancellation is lim- 
ited to the first 90 days on policies 
which do provide for cancellation. 


Guardian Life Directors 


Increase Interest Rates 

The directors of Guardian Life have 
authorized increases in 1960 interest 
rates. On dividends left to accumulate 
at interest, the rate will be raised to 
3.5% on the policy anniversary in 
1960. The new rate will be effective 
for the entire policy year ending in 
1960. 

On supplementary contracts with- 
out life contingencies the interest rate 
will be raised to 3.5% on the 1960 con- 
iract anniversary. On those that do 
involve a life contingency, the interest 
rate is being maintained at 3.1%. 

On pension trust auxiliary funds, 
the interest rate will be increased on 
Jan. 1 to 3.75%, which provides an 


with the critical eye of an old-time 
life insurance agent on what he called 
the “dilatory practices, unimaginative 
effort and mediocre results’ in the 
training of new salesmen. 


Mediocrity In Salesmanship 


“Many of our failures among new 
and somewhat established salesmen 
result from over-education and inade- 
quate training,” Mr. Smith stated. 

Pointing out that the lives and wel- 
fare of a million people are bound up 
with salesmanship, Mr. Smith won- 
dered whether the teaching of sales 
methods is not becoming bogged down 
with conformity, uniformity and busi- 
ness jargon. 

“T hope not,” he said, “but I fear we 
may be blindly falling into these ty- 
rannies and may fall so far we may 


Mr. Smith suggested the study of 
linguistics, semantics, and cybernetics | 
as a means to improve communica- 
tion and the understanding of group 
behavior patterns. “Let’s talk about 
sales and selling and how the miracle 
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excess interest factor on these funds 
of 1.25%. 

The board also authorized distribu- 
tion of policyholder dividends in 1960 
on the same scale as that used in 
1959. The amount set aside for divi- 
dends is $8,450,000, an 8% increase. 


Old Line Life Assets Up 
Assets of Old Line Life of Milwaukee 


is accomplished,” he said. 


Plan Louisville Sales 
Congress At NALU Midyear 


A sales congress will be held by 
Louisville Assn. of Life Underwriters 
in conjunction with the midyear meet- 
ing of NALU at Louisville, March 20- 
24. Speakers already lined up for the 
sales' program are R. Edwin Wood, 
Phoenix Mutual, San Francisco; David 
M. Blumberg, Massachusetts Mutual, 
Knoxville; and Robert L. McMillin, 
Business Men’s Assurance, Abilene, 
Tex. 


Assets in- 


Georgia International Life has been 
licensed in Virginia and South Caro- 
lina. 
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sis on ti Irving Riddell), district manager for 
educatj mdon Life at Montreal, in his talk 
red H; the persistency forum during the 
INS, Hof nual meeting of LIAMA at Mon- 
NCY Vicdegl, said the problem ef lapses is 
tual Lien too much for granted in the lif: 
Of Saf urance business. He explained how 
ecent avi. company trains its new agents 
la. cht from the beginning to sell for 
his temfersistency. A condensed version of 
‘> lookefh.;, talk follows. 



























“Wi the secret of a good persistency 
ord in any company or agency is 
i, have the right attitude at the top 
lvel, and that we have at our head 
Moffice. Good persistency is a matter 
fattitude on the part of my company, 
matter of attitude on my part and a 
matter of acceptance on the part of 
he agent. 
Dr. Wallace, writing in the October 
Manager’s Handbook, calls this atti- 
ide the “priceless ingredient.” If this 
is true, a manager who desires to 
in an agency with a low lapse rate, 
will do well to avail himself of this 
less ingredient—with a _ deter- 
mination to fight this wasting disease 
wnd to convince his agents that it is 
ahated enemy. 
The manager must at all times have 
, constant recognition of what the 
threat of lapsation means to him, to 
his agents, and to the public, and if 
this is accepted by the agent it could 
be one of the key factors in the suc- 
ess of his agency. 
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Good Quality Business First 


My company has instilled in me 
the philosophy that conservation after 
the business is sold is of second im- 
vrtance. The first stage is to write 
business of good quality, and the logi- 
tal person to write good quality busi- 
ness is a good quality agent. So by 
having the right men in the first place, 
and by giving them careful training 
and supervision, especially in their 
lesmen early years, the acceptance and the 
inade- Jyriting of quality business can be 
1. taken for granted. 

d wel-f as for the manager, the London 
ind Up fife manager is paid to produce busi- 
WOM Tess of good quality. He is not paid 
' sales Joverriding commission on any policy 
| down fihat lapses during the first two years. 
| busi- | At London Life, the fundamental 
principle is firmly held that the cha- 
rater of the agent determines the 
quality of the company’s business. 
Consequently, we know from ex- 
wrience that the recruiting and se- 
lecting of men of the right type is the 
manager’s most important job. 


Acts Like A Business Man 


I will not hire a man unless I am 
satisfied that he is trustworthy in the 
fullest sense, that he will feel at home 
with, and have the confidence of, the 
kind of persons that we want as 
policyholders, that he will take pride 
4 in his new work, that he will act like 
d by # business man. Moreover, he must 
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riters (tow clear evidence of his ability to 
neet- #lanage his own affairs, for how else 
1 20- f0uld he advise his clients about their 
r the fife insurance needs? 

Jood, § In my own company, as a manager 
avid lam required to spend approximately 
tual, jlree weeks with my new man before 
lion, fe goes to our head office initial 
lene, #taining school. After spending three 


Weeks at school he returns to my of- 
lie where a good part of a couple 
of months is spent in both the field 
ind in the office with the new man. 
Later on in his career, if he has 
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ells Why London Life Trains Agents To 
oncentrate On Selling For Persistency 


measured up to our expectations and 
is writing the type of business ex- 
pected of him, he will return to our 
head office to attend a school on 
needs selling and programing, as well 
as advance training in business insur- 
ance. I think you will agree that 
through all of this runs a pattern of 
selling for persistency. 

As far back as I can remember 
London Life has rated applications 
for persistency, and unless the appli- 
cation rates, it is not acceptable, un- 
less there is a strong recommenda- 
tion on the part of the manager. In 
this connection I do not think I have 
had to write on an average, more than 
once a year, because in the type of 
business my men are seeking we do 
not run into this. 

I venture to say that at least 25% 
of our volume in our office comes 
from applications rating from 90 to 
100%, and about 80% of our volume 
comes from applications rating from 
80% to 100%. To illustrate what per- 


sistency ratings mean to us, in the 
first nine months of this year, we had 
only one lapse in our office where the 
rating was from 90% to 100%. To 
carry this further, in the first nine 
months of the year on business rated 
from 90% to 100%, we had only six 
cases go off the books which had been 
in force for less than 10 years. I think 
these figures are indicative of some- 
thing. 

We endeavor in our agency to sell 
as much business as possible on an 
annual premium basis and to put an 
emphasis on securing a check with 
the application. I have one man in the 
office who has been with me over 
15 years and who, in the 15 years, 
has not averaged more than two ap- 
plications a year without a _ check, 
and who writes an excess of $750,000 
annually. i 


Campaigns Don’t Hurt Quality 


I would also like to emphasize the 
fact that while my company has two 
big campaigns a year and my office 
endeavors to excel on a volume basis, 
never has our business been affected 
from a quality standpoint, because 
campaign volume or not, quality 




















LIFE 


comes first in our office. 

Looking at persistency from the 
viewpoint of a manager, I would say 
that we in the field, are so busy 
stressing new business, that we have 
lost our perspective as to why life in- 
surance is bought, to be kept for the 
future as well as for today. 

Taken For Granted 

Never do I remember attending a 
local managers’ meeting where the 
subject of persistency was discussed. 
Rarely do I find a field publication 
where there is an article on conserva- 
tion. In other words, I am inclined to 
think persistency in our business is 
taken too much for granted. 

Right in our own industry we too 
are faced with a cancer, because 
lapsation is as deadly to our profes- 
sion as cancer is to life. What was 
once vibrant and living is now dor- 
mant and dead. What was once a 
promissory note has now been reneged 
on. What was once peace of mind and 
hope for the future, only serves to 
linger on as a memory of what might 
have been. What could have been a 
miracle of paper and ink, can very 
well be a tragedy of uncertainty and 
despair. 


WITH 


PROVIDENT 


for Provident life insurance salesmen. 





1959 in Review 


While the final figures aren't yet available, we know 
that 1959 has been an outstanding production year 
Indications are 
that both Provident and the industry set new ordinary 
life production records during 1959. This is a good 
time to offer our congratulations to all producers for 
a job well done — and to offer our best wishes for a 


Merry Christmas and a-prosperous 1960. 
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Home Office Changes 


Massachusetts Mutual 
Wilbert L. Axtell, 
of personnel services since 1956, has 
been promoted to manager. He joined 
the group accounting division in 1949 
and entered the personnel department 
as a supervisor in 1953. 

Arthur J. LaBerge Jr., assistant man- 
ager of the group contract division 
since 1958, has been named manager 
of the issue division of the group de- 


partment. He entered the group ac- 
counting division in 1951. 
Travelers 
In the law department, Joseph 
Wadworth, secretary, has been ap- 
pointed counsel and will serve in both 
capacities. He joined Travelers in 
1946. 


Also in the law department, Henry 
B. Armstrong, James B. Hallett and 
Frederick C. Maynard Jr. have been 
named associate counsel and Francis 


assistant manager 


J. McCarthy becomes assistant counsel. 
Mr. Armstrong entered the law de- 
partment as an attorney in 1947. Mr. 
Hallett was general counsel of NALU 
from 1948-51, when he joined Trave- 
lers. Messrs. Maynard and McCarthy 
have been attorneys with the compa- 
ny since 1949 and 1947, respectively. 

Assistant secretaries appointed in 
the securities department are: 

J. Hugh Cobrain, who joined Trave- 
lers as a financial assistant in the se- 
curities department in 1952; Philip R. 
Reynolds, who has been with the com- 
pany since 1955, and Joseph Van Vleck, 
who has been with Travelers since 
1953. 


Modern Woodmen 


Herbert A. Johnson, superintendent 
of agencies for Lutheran Brotherhood, 
has been appointed educational direc- 
tor of Modern Woodmen to succeed S. 
W. Sanford, who is retiring Jan. 1 
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The man who wants a sturdy, time-tested bridge to success in 
the profitable operation of his own agency will do well to discuss 
his ambitions with Indianapolis Life. All the gaps are filled with 


these “plus” features: 


@ A full new line of popular, low-cost life insurance policies 
featuring premiums graded by policy size and lower rates for 
women—accident, sickness, hospitalization and major medical 
policies with certain plans on a non-cancellable and/or guaran- 
teed renewable basis—a liberal Check-O- Matic plan for the con- 
venient payment of premiums. (All this is backed by a Company 
of unexcelled strength with an enviable 54-year record of quality 
service to policyholders at the lowest cost consistent with safety.) 


@ A substantial training allowance together with all the neces- 
sary agency-building tools, including a Career Compensation 
Plan and a Production Incentive Plan for new men. 


@ Liberal commission for agents and general agents plus life- 

. hospitalization and major medical benefits 

. and a non-contributory pension plan. 

Arnon Bere, C.L.U., Agency Vice-President 


time service fees . . 
. group life. . 
Watrer H. Huent, President 
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after being in that post since 1952, 


when it was created. Mr. Johnson began 


in life insurance on a part-time basis 
with Prudential at Mapleton, Minn., 
giving up a teaching career in 1946 to 
sell insurance full-time. He became 
assistant manager at Mankato, Minn., 
in 1947 and a year later went to St. 
Paul in a like post. He joined Lutheran 
Brotherhood in 1950 as manager of the 
home office agency, was named assist- 
ant superintendent of agencies in 1952 
and superintendent of agencies in 
1957. 

Mr. Sanford began in life insurance 
in 1915 and is one of the early CLUs. 
He went to Modern Woodmen in 1952 
from Prudential, where he was man- 
ager at Davenport, Ia. He served two 
terms as president of Davenport Assn. 
of Life Underwriters. 


Life Of Virginia 

John B. Siegel Jr., vice-president in 
charge of the bond division, has been 
appointed financial vice-president and 
will head the new financial depart- 
ment, effective Jan. 1. He joined the 
company in 1932. 

Other promotions to the new depart- 
ment are R. Meade Christian, from 
assistant vice-president to vice-presi- 
dent; J. Marvin Watson Jr. and Wil- 
liam D. Butler, from assistant secre- 
taries to assistant vice-presidents, and 
Bruce R. King Jr. and James L. Lond- 
rey, from security analysts to assistant 
treasurers. Mr. Christian will be in 
charge of the mortgage loan division, 
succeeding H. E. Peterson who retires 
Dec. 31, and Mr. Watson will head the 
bond division. 

In the law department, J. Maurice 
Miller Jr. has been advanced from 
assistant to associate general counsel. 


Peoples Life Of D. C. 


Peoples Life of Washington, D. C., 
has promoted E. L. Hogan from assist- 
ant vice-president, agency, to 2nd 
vice-president, agency, and has pro- 
moted three others to new posts. 

Mr. Hogan joined Peoples Life at 
Beckley, W. Va., in 1935 and entered 
the home office as division superin- 
tendent of agents in 1947. 

Riley B. Carter, manager of the new 
business department, becomes assist- 
ant secretary; Charles E. Kersey, as- 
sistant actuary, is appointed associate 
actuary, and James H. Manning of the 
actuarial department is named assist- 
ant actuary. 


Continental Assurance 
Richard A. Chatfield has been pro- 
moted to director of sales promotion. 
He entered the business with Continen- 
tal Assurance in 1951 and has been 
assistant director of advertising and 
editor of publications. 


New York Life 


Thomas D. Hopps has joined New 
York Life as editor of Nylic News, the 
company’s home office magazine. He 
has been a public relations representa- 
tive for Union Carbide Corp. 


Northeastern Life 

Richard F. Fahrner has been ap- 
pointed manager of the ordinary new 
business department. For the past six 
years he has been with New York Life 
in the insurance research division and, 
more recently, as assistant under- 
writer. 


New England Life 


Vincent V. R. Bogth, associate gen- 
eral counsel since August, has been 
promoted to general counsel to suc- 
ceed John Barker Jr., who recently 


December 26, |#ecembe 


was named agency vice-president. 
Booth joined New England in 1949 al 
was named counsel in 1948. 


Valley Forge Life 

Valley Forge Life, a member of 
American Casualty group, has a 
pointed Richard D. Virgens as hg, 
office life underwriter. 


Natic 




















Security-Connecticut Life 
William F. Lees has been appoiy 
superintendent of agencies for the mia | 
dle Atlantic and southeastern 


CALHOUN LIFE has promoted W 
DuBose from assistant vice-presige 
of the combination division for 
Carolina to vice-president in cha 
of the division. He has been with® 
company since 1955. 


B. V 

AMERICAN SECURITY Lirr | 
Fort Wayne has appointed Charles gis a past 
Winters Jr. agency director. He ygRound Ta 
previously Illinois manager of Muhgderwriters 
Benefit H.&A. Estate Pla 
TIME OF MILWAUKEE has ; Gr 

pointed Carroll S. Lewis treasurg 

Eugene 


succeeding J. N. Gillespie, who pg ? a 
left the company. Mr. Lewis has be “on n 
assistant vice-president of policy jWichita Fé 


ministration. since 1950, 
president < 
AMERICAN LIFE of _ Bridgemtits- 


—Harold Weidman has been appoints 










agency secretary. He has been ; St 
agent for Penn Mutual and Metropiij 
tan Life in Bridgeport. 

John O. 


promoted Patrick K. Greenwell to co I pneral ag 
troller and R. D. Frazier to chief lignew agenc 
underwriter. Mr. Greenwell has beaiouis, He 1 
assistant vice-president, and Mr. Frafresident 
ier was in the underwriting departmey Ealede 
lines agenc 
Houston Insurers To Merge fiince 1953 

Stockholders of American Capiigpast presi 
and Farm & Ranch Life —both qSvciety of ( 
Housion—have voted to merge w 
American Capitol as the surviviy 




















company. Assets of the combined con Li 
panies will be $2 million and capitd David J 
os tug s will be in excess of bointed su 
Officers and directors of AmeriagfenY 3t 
; : ; ‘ihe compa 
Capitol will continue to serve as} meional gr 
fore. In addition President John 
Doughty and Vice-president Clark 
Brandon of Farm & Ranch will becom E 


vice-presidents and directors. 

American Capitol, organized i 
1954, is licensed in Texas, Arkan 
Louisiana, New Mexico and Colo 


West Coast Life Has 
New Family Coverage 
West Coast Life has a new fami 
coverage that may be added to politi 
already in force. The coverage, n 
family insurance benefits, is in tj 
form of a rider that may be added 
a husband’s existing policy to provi 
decreasing term insurance for his wif 


and level term insurance for the Melvin J.T 

children. All future children of th 

family will be insured automaticall Un 

with no increase in premium. New a 
The new family insurance benefitif, ee 


available to West Coast Life politigy;. E. Jan 
holders whose policies were issued i leads the 
or after Jan. 1, 1948 and prior to Nog, Ward O 
15, 1959. ; . |Madison. 
The rider also provides conversll! 
privileges for the term insurance ! 











the lives of wife and children, # Con 
waiver of prernium if it is includdj Clarence 
in the father’s base policy. The comgé Albany, 
pany’s regular rules for non-medi sistant mar 
underwriting apply -to the rider. M@Godfrey Jr 


new coverage is available to polit Haven, has 
holders at both standard and substantg ¥er there. 
ard rates. Assistant 





aseaana 
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>sident, 
1 1942 ay 
> 
ber of t4 
ha a National Life Of Vermont 
; As hoy 
' John B. Walters, 
supervisor at Ced- 


ar Rapids, Ia., has 
been named gen- 
eral agent there to 
succeed Charles A. 
Kuttler, who is re- 
tiring from mana- 
gerial duties, but 
will remain active 
in the agency as a 
technical consult- 
ant. Mr. Walters, a 
CLU, joined Na- 
LIFE , tional in 1946. He 
‘harles gis a past president of Iowa Leaders 

He ygRound Table, Cedar Rapids Life Un- 
of Muygderwriters Assn. and Cedar Rapids 
Estate Planning Council. 


Life 
appoingl: 
r the ma: 
Tn sta 






John B. Walters 


has a Great National Life 

who Eugene J. Sutherland has been ap- 
has b,Jpointed manager of a neW agency at 
olicy 4 Wichita Falls, Tex. With the company 


ince 1950, he has been assistant vice- 
sresident and superintendent of agen- 
Tidgepog cies: 
Ap pointe 
been ; 
letropoi 


State Mutual Life 


see 









John O. Felker 
[FE bias been appointed 
ll to cifgeneral agent of a 
chief lidnew agency in St. 
has bed{ouis. He has been 
Ar. Fraforesident of the 
vartmetftaclede general 
lines agency there 
erge since 1953. He is 
Capit past president of 
both t Society of CPCU. 
ge wi 
urviviy 
ed com 
1 capitd 
ss of § 


John O. Felker 


Lincoln National 


David J. Neuhouser has been ap- 
winted supervisor of the Beardslee 
yggency at Montclair, N.J. He joined 
vite company in 1946 and has been 
sional group manager for New Jer- 






Employers Life 


Melvin J. Thar 
has been appointed 
manager at Chica- 
go. He has been 
brokerage manag- 
er there for Con- 
necticut General. 


Union Mutual Life 

New agencies have been established 
a Coral Gables, Fla., and Madison, 
“}¥is. E. Jan Jacobi, formerly at Miami, 
fieads the Coral Gables agency and 
J. Ward Olson becomes manager at 
Madison. 


“a i 








versio 
nce of i 
n, a Connecticut General 

rclud§ Clarence T. Fosberg, staff assistant 
e comgit Albany, has been promoted to as- 
medit™sistant manager at Boston. John J. 

or, MGodfrey Jr., staff assistant at New 
polisgHaven, has been named assistant man- 
ostantg ger there. 

Assistant group managers appointed 




















LIFE INSURANCE EDITION 


Changes In The Field 


are Herbert R. Bamel at the Madison 
Avenue agency, New York; Robert I. 
Schnuer at the John Street agency, 
New York; Mervin E. Soper, Des 
Moines and Peter J. White Jr., Miami. 


Ohio State Life 


Jack A. Bratton has been named 
general agent for the Los Angeles area, 
with offices in suburban Downey. 


General American Life 


Louis W. E. Lau- 
del has been ap- 
pointed a general 
agent and will 
head one of the 11 
agencies compris- 
ing the company’s 
St. Louis multiple 
agency system. Mr. 
Laudel was with 
the Missouri Pa- 
cific Railroad for 
four years until 
he joined General 
American in 1954. 
Three years later he was made agency 
organizer in St. Louis. 

Edward L. Gooch Jr. has been ap- 
pointed to organize agencies in St. 
Louis. He was formerly at Champaign, 
Ill., for Prudential. 





L. W. E. Laudel 


Nationwide Life 


Promoted to regional group man- 
ager are John Gulick at Buffalo; And- 
rew Gressa at Harrisburg, Pa., and 
Warren Yeatts at Roanoke, Va. 

Promoted to district group manager 
are Owen Diehle at Wilkes-Barre; 
James Markle in Florida, and Frank 
Hunnicutt in South Carolina. 

R. F. Keefe, formerly regional group 
manager at Clarksburg, W. Va., has 
been named regional group manager 
in Kentucky and Tennessee. 


New England Life 


Charles P. Dav- 
ey, associate man- 
ager of the Buda 
agency at Detroit, 
has been appointed 
manager to _ suc- 
ceed John W. Bu- 
da, who recently 
resigned. Mr. Dav- 
ey joined New 
England Life as a 
sales director in 
1957. He is a mem- 
ber of MDRT. 





Charles P. Davey 


Occidental Of California 


Allan F. McDonald and Kevin F. 
Sullivan have been promoted to as- 
sistant regional group managers at San 
Diego and Los Angeles, respectively. 
Both have been group sales representa- 
tives in their respective areas, Mr. Mc- 
Donald going with the company in 1956 
and Mr. Sullivan in 1953. 

Philip McCloskey has been ap- 
pointed group sales representative at 
Philadelphia, and Ernest J. Brucchieri 
group service representative at Cleve- 
land 

George A. Waech has been named 
assistant manager of the company’s 
Milwaukee branch. Mr. Waech, a direc- 
tor of Milwaukee Assn. of Life Under- 
writers, represented Aid Assn. for 
Lutherans in Milwaukee for 10 years 


this 


before joining Occidental 
year. 

Roy N. Vinbladh has been appointed 
assistant manager at San Diego. He 
has been in life insurance for nine 


early 


years, the first eight with Ohio Na- 
tional in Cincinnati, and for the past 
year he has been with Pacific National 
Life in San Diego. 


Prudential 


Howard M. Miller, district manager 
at Yonkers since 1956, has been ap- 
pointed head of the Wakefield district 
in New York to succeed Victor Lurie, 
who has been named manager at 
Irvington, N.J. Mr. Miller is a CLU. 

Joseph V. Carino, manager of the 
Riverside district in New York, suc- 
ceeds Mr. Miller in the Yonkers post. 

In a reorganization of the group sét- 
up in New York, a new group agency 
will be established Jan. 4, at 83 Maiden 
Lane and will absorb the staffs and 
functions of the downtown, uptown 
and Brooklyn group offices. The new 
agency will be headed by William 
Silverman, district group supervisor at 
the downtown office. 


All American L.&C. 


Walter R. Ever- 
ton has been ap- 
pointed general 
agent at Tampa. 
He was formerly 
with South Atlant- 
ic Life of that city 
as general agent, 
regional manager 
and most recently 
as agency vice- 
president. For a 
three-year period 
prior to 1956 he 
represented Al] 
American L.&C. as a district manager 
in Illinois. 





Walter Everton 


Great-West Life 


Robert J. Kidd has been appointed 
group supervisor at Philadelphia. He 
joined the company there in 1953 as a 
group representative and has been as- 
sistant group supervisor since 1955. 


Occidental Of Raleigh 


John W. Gladders has been named 
regional supervisor at Ft. Pierce, Fla. 


ll 





Berkshire Life 


F. P. Logan Ji 
has been appointex 
general agent at 
Kansas City. He 
entered the life 
business in 1922 as 
an agent of Provi- 
dent Mutual Life. 
In 1938, he joined 
National Life of 
Vermont and was 
named _= general 
agent in 1956. 





F. P. Logan 


Valley Forge Life 


Valley Forge Life, a member of the 
American Casualty group, has ap- 
pointed Bernie Rohling as life broker- 
age supervisor at Nashville. 


FIRST COLONY LIFE has appoint- 
ed Julius Auerbach as manager at 
Silver Spring, Md., where he has 
been manager of Sun Life of Maryland. 
Named manager at Bethesda, Md., is 
John C. Leonard, former agent of Penn 
Mutual at Washington. Manager at 
Arlington, Va., is William P. O’Conner, 
former supervisor there. 


AMERICAN HOSPITAL & LIFE has 
appointed E. R. Christofferson vice- 
president and director of agencies, suc- 
ceeding H. C. Christopher, who be- 
comes vice-president and secretary. 
W. P. Hinsch, formerly administrative 
vice-president and secretary, is now 
administrative vice-president. 


GIRARDIAN—Thomas J. Conroy 
has been appointed regional manager 
of the Louisiana territory. He has had 
14 years’ experience in the business. 


MIDLAND NATIONAL LIFE has 
appointed William J. Healy and Andy 
Crow general agents at Daly City, Cal., 
and San Francisco, respectively. 


PACIFIC NATIONAL LIFE—Ken- 
neth W. Cring, vice-president, will di- 
rect the operations of a new San Fran- 
cisco branch at 215 Market Street 
specializing in ordinary life, 





Robert C. Webb, director of agencies 
in the midwest division of Union Mu- 
tual Life, has resigned effective Jan. 1. 
He has not announced his plans for the 
future. 








underwriters. 





Mail this 


Sewice fol ye Visine RCS MUMNC: 


Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 


Life Underwriters Service Corporation 


Life Underwriters Service Corp. 
Security Bldg., 





Denver 2, Colo. 


I am interested in your service. Please send further 
information, at no obligation to me. 
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Editorial 





HieNATIONAL UNDERWRITER 


Comment 


What Can The By-Passed Agent Do? 


Just what can an agent do when he 
works up an elaborate proposal based 
on expert study of a client’s needs and 
then finds he is going to lose all or 
part of his commission to the client’s 
iawyer or accountant? 

In an article in the Dec. 5 issue we 
observed that the agent in such a fix 
can complain to the NALU committee 
on relations with lawyers and account- 
ants “if he has nothing better to do 
with his time.” 

We have just been gently -hided for 
this by John Z. Schneider, manager of 
Connecticut General at Baltimore, who 
for some time has been chairman of 
NALU’s federal law and _ legislation 
committee. He regarded the statement 
as a gratuitous slap at hard-working 
committee members. If Mr. Schneider, 
who is one of the most reasonable of 
men, got that impression, perhaps 
others did too, so we want to emphati- 
cally disclaim any such intent. If we 
had had anything of the sort in mind, 
we would certainly have made the 
obvious suggestion: Let the committee 
members responsible get busy and all 
will be well. 

But we have. never supposed the 
answer to be that simple. The agent 
who refrains from bothering the 
NALU committee with his troubles is 
not fearful that the committee would 
do less than its best in his behalf, or 
that its best would not be as good as 
anybody could reasonably expect it to 
be. No, his inaction is due to a belief 
that it is simply not in the cards for a 
committee, however diligent and as- 
tute, to recoup his case and commis- 
sion or even to discourage the offender 
from continuing on his merry and 
profitable way. 

Mr. Schneider’s letter indicates that 
maybe the NALU committees on rela- 
tionships are more effective than they 
get credit for, because, as he says, they 
“unhappily make poor press because 
they properly hold all confidences 
sacred and inviolate.” 

This statement suggests two possible 
reasons why the committee (formerly 
two committees) having to do with 
lawyers and accountants is not realiz- 


ing its maximum potential, despite the 
acknowledged hard and_ intelligent 
work of its members. First, the re- 
strained publicity about the commit- 
tee’s activities keeps members of 
NALU from understanding what re- 
sults may be expected from taking 
appropriate complaints to the com- 
mittee. Second, the holding of con- 
fidences “sacred and inviolate” means 
that the committee is deprived of one 
of its strongest possible correctives— 
the spotlight of publicity trained on 
lawyers and accountants who merci- 
lessly invade the agent’s proper field. 
If these lawyers and _ accountants 
aren’t ashamed of their actions, why 
should their names and actions have 
to be kept “sacred and inviolate’’? If 
they are ashamed of what they’re do- 
ing, then what remedy, except perhaps 
a law-suit, would be as effective as 
specific, factual publicity? 

Well, let’s suppose the relations 
committee published a complete run- 
down of its activities and that every 
agent with a just complaint was there- 
by impelled to take his case to the 
committee .and that the committee 
even announced the names of accused 
lawyers and accountants when it 
seemed they deserved censure. What 
then? How much would the situation 
be improved? 

We’re very much afraid it would be 
improved only infinitesimally. The 
type of lawyer or accountant who is 
the worst offender in this field is not 
going to be stopped by publicity. A few 
of the less aggressive may be deterred 
but not the really aggressive ones. 
They may be embarrassed and cha- 
grined at finding themselves publi- 
cized, but after all, it’s not going to be 
on the front page of the New York 
Times. If these fellows were sensitive 
types, they’d not be muscling in on the 
agents in the first place. 

Certain lawyers and _ accountants 
have created the bad situation that 
exists today. Short of the unlikely 
possibility of a suit, they seem to feel 
that nothing can deter them. Certainly 
they have no basis for believing that 
the agents’ complaints to the NALU 


committee are going to be any more 
widely or drastically effective than 
they have been up to now. 

This statement of course implies no 
reflection on either the intelligence or 
dedication of the NALU committee 
members involved. But it does recog- 
nize that there are inherent limitations 
in the committee-to-committee method 
of trying to resolve conflicts between 
life agents on the one hand and cer- 
tain lawyers and accountants on the 
other. It suggests that it may be time 
for life insurance men to stop telling 
themselves that their committee will 
eventually put a stop to all but a 
trifling percentage of these situations. 

The various committees of NALU 
and of the bar and the accountants’ 
associations have been working on 
these problems a long time. They have 
undoubtedly kept the situation from 
being any worse than it is. But what 
prevails today is so bad and so wide- 
spread that it cries out for more 
drastic measures than even the most 
devoted, intelligent and hard-working 
committees can hope to achieve under 
the present system.—R.B.M. 





Personals 


Ralph A. Nelson, personnel director 
of Occidental Life of California, has 
been elected district chairman of Per- 
sonnel Industrial Relations Assn. of 
Los Angeles and Orange Counties. 


Gordon Boyd, treasurer of Mutual 
Benefit Life, has been elected a direc- 
tor of Berry Steel Corp., Roselle, N. J. 


James T. Phillips, senior vice-presi- 
dent and chief actuary ot New York 
Life, has been elected president of the 
Associates of the University of Toron- 
to, a voluntary fund-raising organiza- 
tion for U. S. alumni and friends of 
the university and its colleges. 





Gerber Host To Insurance 
Officials At Chicago 


Director Gerber of Illinois was host 
at a mid-day holiday buffet in the de- 
partment headquarters at Chicago for 
trade association executives located in 
the city, department officials and rep- 
resentatives of the daily and insurance 
press. The gathering was strictly an 
informal get-together and was unusual 
in that as many diversified top echelon 
elements of the business are rarely 
assembled under one roof for a purely 
social affair. 
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Deaths 


CECIL F. CROSS, 64, senior yj 

president of Lincoln National ]; 
4 died in his gpl A& 
Dec. 22 of a cof. Incut 
nary occlusion, 3 Life hors 
had been at wa ., Inte 3 
the day previ eal 
and apparent nderwr? “is 
had no forewanf first we 
ing of the atta aware 
He joined the cog ill be a 
pany as chief ypith 4 gr 
derwriter in 19 ntracts ’ : 
He entered agey The - “ 
work in 1935 gesistency 
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Cecil F. Cross assistant Manages —— 

of agencies apgpiblic as © 

having been assistant secretary, undef ord of m: 
writing secretary, and secretary of thir ae 


company. In 1936 he was promoted yg!°® 
2nd vice-president and manager rere To G 
agencies and was named to the boar 43: 
He was appointed vice-president qj A qualifi 
director of agencies in 1945 and pjoe of the t 
mained in charge of agency operatiggfiations, an 
until he became senior vice-presideyrtificate f 
in 1958. A fellow of Society of Actug§e belongs 
ies, Mr. Cross at one time was actuanpr the awa 
for American Life of Detroit and hajary issue 
also been with Central Life of Dsfealth Unc 
Moines and the old Inter-Mountagje made a‘ 
Life of Salt Lake City. A graduate qpsociations 
University of Michigan and a membefrs of both 
of Phi Beta Kappa and Michiguam,| To win th 
honorary fraternaties, he taught jn.fust have, 
surance mathematics at the universitynd 1959, pe 
before entering the insurance busines pan $2,500 
Active in life insurance organization} least 18 | 
he was at various times a member oifaid weekly 
several committees of American Lifefnnually ar 
Convention and LIAMA. ards qual 


R. WELLS LEIB, 64, former com f®, a 
troller of Franklin Life, died at Spring f™°¢ ™Y 
field, Ill., following a long illness. Hef**’ 
joined the company in 1911 and was, ay Have C 
past treasurer of Life Office Manage. 

Agents wv 


ment Assn. : Se 
lies within 


T. B. HARRISON, president ohio; 
American Liberty Life, died of a} 
heart attack at his home in Jackson, 
Miss. 
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Nw Mutual Eastern Agents To Mee 

About 500 agents of Northwestem 
Mutual Life and their wives are ex- 
pected to attend the eastern regional 
meeting Jan. 4-5 at New York. Chair 
man Edmund Fitzgerald and President 
Donald C. Slichter will participate in 
the program. 


Stocks 
losing Dat 


By H. W. Cornelius of Bacon, Whipple & Co. The clos: 
135 S. La Salle St., Chicago, December 21, 1% fmpleted < 



























Bid Asked Hifices is F 
Aetna Life 8312 85% 
Beneficial Standard _................ 16 1 
Business Men’s Assurance 3912 41 

































Cal.-Western States. ......... 119 
Commonwealth Life... 224 
Connecticut General. ... 359 
Continental Assurance 

Franklin Life .............0. 88 
Great Southern Life ............0.... 86 
Guli Life 21'2 
Jefferson Standard ou... 100 
Kansas City Life ........ 1425 
Liberty National Life .. 

Life & Casualty 232 
Life of Virginia 0.000000... 50 
Lincoln National Life 244 
National L. & A. ........ 111 
North American, II. 16% 
Nw. National Life .... 102 
Ohio State Life ........ 30 
Old Line Life ............... Bid 
Republic National Life 81 
Southland Life _........... 103 
Southwestern Life occ 64 
Travelers 85 
United, Il. 50 
U. S. Life 43% 
Washington National 61 
Wiscors'n National Life ............ 41 48 
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‘three Associations 
,, pock Agent Award 


no 

"st Hor A&S Persi 

his aor A&S Persistency 

“a L. ¥ Life Insurance Agency Management 

y at fon, International Assn. of A&H Un- 
st M@rwriters and Natioanl Assn. of Life 

pas nderwriters will make available for 


he first time during 1960 an institu- 
onal award for the A&S field, which 
il be given to agents who qualify 
th a high persistency rate on A&S 
have written. 

The award—the Health Insurance 
prsistency Award—will be given in 
manas ecognition of quality service to the 
ies apspublic as evidenced by an excellent 
Y, unde, scord of maintaining in force and ex- 
ry of nding the benefits of health insur- 
moted face” LIAMA said. 


Nager iiinere To Get Applications 
he boar Ae 
dent ayf A qualifier must be a member of 


and regne of the two sponsoring’ agent asso- 
Peratiggpiations, and will receive his award 
presideyrtificate from whichever association 
’ Actua.fe belongs to. An application blank 
$ actuanpr the award will appear in the Jan- 
and hypry issue of IAAHU’s Accident & 
- of Dafealth Underwriter and copies will 
Mountanfe made available from local NALU 
duate psociations and from the headquar- 
Members of both agent associations. 

iguamy| To win the 1960 award, the applicant 
ight ingust have, for each of the years 1958 
niversity|ad 1959, paid A&S business of not less 
busines fan $2,500 of annualized premiums on 
‘ization |t least 18 policies. Premiums that are 
mber offaid weekly, monthly, quarterly, semi- 
‘an Lifgfnnually and annually will count to- 
ards qualification. At least 85% of 
e amount exposed in the two-year 
stiod must be in force on Dec. 31, 
N59. 


y Have Changed Companies 
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* Agents who have changed compa- 


ies within the two-year period are 
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igible to apply by completing a spe- 
lal application in addition to the regu- 
pr one. 
Detailed rules are covered in the 
pplication blank. Coverages which 
ualify in determining the volume for 
he minimum exposure to lapse are 
isability income (both accident only 
ind A&S); hospital and surgical (in- 
vidual and family); major medical 
also individual and family), and medi- 
l reimbursement, including principal 
d capital sum for accident only. 
Policy types which qualify are non- 
ncellable and/or guaranteed renew- 
le; commercial (renewable at the 
tion of the insurer), and industrial. 
losing Dates 
_|The closing date for agents’ filing 
mpleted applicaticns with their home 
— fices is Feb. 29; the closing date for 
me offices to file certified applica- 
ions with the proper agents organiza- 
on is March 31. Winners probably will 
959 announced sometime in May. 
1 | Correspondence concerning applica- 
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8 fon blanks should be addressed to the 
Pa ganization of which an agent is a 
19 fember—National Assn, of Life Un- 
14 frwriters, 608 13th Street, N.W., 
pa ashington 5, D.C., or International 
50 n. of A&H Underwriters, 330 South 
24 ells Street, Chicago 6, II. 

11 

16% a 

. public National Managers Meet 
Bid wenty branch managers of Repub- 


T 
81 kc National Life have attended a 
gi pnagers’ conference at the home of- 
35 ce. Among topics discussed during the 
50 fFday meeting were sales methods, 
Rcruiting, training, supervision, per- 
8 es production and goals for 1960. 
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Reinsurance Unit Of 
Life & Casualty Holds 
Sales Training Course 


The reinsurance division of Life & 
Casualty was host to 19 executives of 
10 client companies from Alabama, 
Florida, Louisiana, North Carolina, 
Tennessee, and Virginia, at a_ sales 
training seminar in the home office 
in Nashville. 

Subjects covered at the five-day 
seminar included the role of manage- 
ment, the agent’s job, sales training, 
supervision, selection and recruiting, 
practicing leadership, and various oth- 
er aspects of agency management. 
Classes were conducted by Robert 
Zelle, vice-president for manpower de- 
velopment; Clyde Gay, agency secre- 
tary; Peter Freeman, field training 
supervisor, and Ancel Smith, training 
supervisor. 


Rhodes Group Claims 
40% Of Old Line Stock 


The stockholders group led by E. C. 
Rhodes of Aberdeen, S. D., that is 
attempting to replace the management 
of Old Line Life of Milwaukee has 
claimed ownership or control of more 
than 40% of the stock. The offer of 
the Rhodes group to buy at $70 a share 
has been extended indefinitely. Old 
Line Life has 100,000 shares outstand- 
ing. 

Mr. Rhodes is quoted in the Mil- 
waukee newspapers as saying there 
are four principals in his group, one of 
whom is from Milwaukee. He has an- 
nounced that if he gains control he 
will remove the present officers and 
at least a majority of the directors. He 
has charged the company has been 
mismanaged, and these charges have 
been denied by the management. 

The annual meeting of stockholders 
of Old Line Life is scheduled for Feb. 
18. 


May Form New Insurer 


Association In Indiana 


The possibility of forming a new 
life company association is being dis- 
cussed in Indiana. The movement is 
sparked primarily by newer compa- 
nies not members of Indiana Assn. of 
Legal Reserve Life Insurance Compa- 
nies, which, among other qualifica- 
tions for membership, requires three 
consecutive years of profit from op- 
erations. This requirement has, to 
date, barred the membership of most 
of the newer companies. 

While the present company associ- 
ation is made un of both stocks and 
mutuals. the new organization would 
vrobahlv include onlv stocks since no 
new mutuals have been formed in 
menv vears. 

To rrevent the rresent organization 
and arv new one from having the ap- 
pearanre of rivals, some company 
leaders in the state are seeking to 
work out a plan wnder which the 
new association would be a “junior 
league” working in cooperation with 
if not affiliated with the present asso- 
ciation. 

Insurance Company of North Arvr- 
ica has moved its Seattle service office 
to 5th & Union Streets. Offices of 
North America, Indemnitv of North 
America and Life of North America 
will be located in the new quarters as 
will the claim and loss, safety and 
audit departments. 

Elwood Norris, Franklin Life general 
agent at Indianapolis, has been hon- 
ored as the company’s man of the 
month for December. 


Aetna To Share U. S. 
Employes A&S Group 
With Many Insurers 


WASHINGTON—Aetna_ Life, the 
winning company in the awarding of 
the government-wide indemnity bene- 
fit plan to cover U. S. employes, as 
reported in last week’s issue, wil! 
share the coverage widely through re- 
insurance. The legislation under which 
the plan is authorized requires the in- 
surer to reinsure coverage with all 
health insurers eligible to partcipate 
in the program. 

The amount of reinsurance ceded 
will be determined by an equitable 
formula based on the total amount of 
the insurers’ group health insurance 
benefit payments in the United States 
during the latest year for which in- 
formation is available, the Civil Serv- 
ice Commission said. 

The commission also said Jan. 15, 
1960, is the target date for Aetna to 
submit details of a proposed plan of 
benefits for commission consideration. 
Shortly after that date the commission 
will begin negotiations leading to ac- 
ceptance of a final benefit structure. 
A contract is expected to be signed 
by March. The plan is due to go into 
effect next July. 


IAAHU Awards Drive 
Is Rolling Once Again 


The annual Leading Producers 
Round Table awards campaign for 
members of International Assn. of 
A&H Underwriters is once again roll- 
ing. The award is designed to give 
recognition to outstanding producers 
in the A&S industry. 

There are three awards available 
under the LPRT designation. Agents 
who produce $10,000 to $14,999 an- 
nual premium receive the bronze cer- 
tificate; $15,000 to $19,999, a silver 
certificate; and $20,000 or more, a gold 
award. Three years qualification for 
the gold award gets the LPRT man 
life and qualifying membership. 

Chairman of the committee is J. 
Will Paull, Detroit Mutual, Detroit. 
Committee members are Malcolm 
Bryant, North American Accident, 
Portland, Ore.; Richard Michaels, Fed- 
eral L. & C., Buffalo; Nat H. Robb, 
Colonial Life & Accident, Raleigh, and 
C. T. Tollefson, Fargo. 

Applications for the award are 
available from the association or from 
the secretary of any local A&S asso- 
ciation. Deadline for applications is 
March 1, and the winners will be an- 
nounced in April. 


Irving Elected Chairman 
Of Medical Information 


Bureau, Succeeds Webster 

Dr. J. Grant Irving, medical director 
of Aetna Life, has been elected chair- 
man of the executive committee of 
Medical Information Bureau to suc- 
ceed Andrew C. Webster, vice-presi- 
dent for selection of Mutual of New 
York. 

J. Henry Smith, underwriting vice- 
president of Equitable Society was 
elected vice-chairman. 

New members elected to the execu- 
tive committee are John L. Stearns, 
vice-president of New England Life; 
Dr. Edson E. Getman, 2nd vice-presi- 
dent and chief medical director of 
New York Life, and James F. Mac- 
Lean, 2nd vice-president and associate 
actuary of Bankers Life of Nebraska. 
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That depends on you! It do- 
pends on how much money 
you want to make — and 
whether you can instill in 
others your spirit of accom- 
plishment and “know how”. 
So, ask yourself: 


Can I show others how to 
prospect —to get leads 
from their own efforts, 
ability and imagina- 
tion and not depend on  ; 
the home office or their 
supervisor? 


Can | inspire others to 
tell a convincing story 
—and do better with a 


merchandising plan, 
featuring dismember- 
ment—lifetime income 
—top value income 
settlement option— 


ment plans of the §| , 
future, Check-O-Matic | | 
and Aut-O-Check? 


Can | inspire others to 

' enjoy competition— 
and more important, to 
compete with them- 
selves? 


Can | instill in others the 

desire to earn—more 
: money by making the 
} most of their abilities? | 





If you can give affirmative 
answers to those questions, 
then there’s no limit to 
“How Much Is A Lot” when 
you have an Ohio State Life 
Contract which offers: ; 


Highest lifetime service 
fee in the business to ad- 
equately compensate the ~ 
career underwriter—ful- | 
ly vested renewals for 9 
years—top lst year com- 
mission on par and non- 
par policies—agency 
office allowance—non- 
contributory pension 
plan — operating capital 
for new agents. 
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Tax Law Stands Out As Top News Development In 1959 


thrown into the maelstrom of the gen- 
eral tax revision bill that lies ahead. 
This was indicated by Eugene M. 
Thore, general counsel of Life Insur- 
ance Assn. of America, at the annual 
meeting of Assn. of Life Insurance 
Counsel in May. 

As already indicated, minimum de- 
posit got its greatest prominence dur- 
ing 1959, but by the end of the year it 
was making few headlines. The head- 
lines were mainly due to New York’s 
efforts to control what were considered 
abuses of the plan—sales to persons 
who had no sensible reason for buying 
the plan. 


Critics Are Criticized 


For some reason, the sale of mini- 
mum deposit plans to taxi drivers 
seemed to epitomize the abuses for 
many critics—obviously critics who 
had not observed New York City cab- 
bies operating Mercedes-Benz cabs. 
After many delays, New York held 
hearings on proposed regulation 39, and 
after much further deliberation the de- 
partment promulgated its final version 
of regulation 39. 

However, the final version had so 
many passages that needed interpret- 
ing that a set of “actuarial bureau 
standards” was promulgated. Some of 
the more indignant critics of minimum 
deposit abuses felt that the actuarial 
bureau standards took most of the 
teeth out of regulation 39 but at least 
so large a percentage of the abuses had 
been brought under control that it 
could probably be safely said that if 
abuses had never exceeded the present 
level there would never have been any 
effective movement to get minimum 
deposit plans hobbled. 


Mutual Fund Action 


The year 1959 saw plenty of action 
on the mutual fund front. Victor Gold- 
berg, general agent of Mutual Benefit 
Life at Hempstead, N.Y., and arch- 
enemy of mutual funds, made such 
outspoken talks against his favorite 
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target that he was persuaded to cancel 
the remaining talks on his calendar. 

At the same time, mutual fund 
spokesmen were pleading for greater 
harmony between life insurance and 
mutual fund interests and many mu- 
tual fund salesmen were basing their 
sales pitch on turning in cash value 
life insurance, buying term and in- 
vesting the difference in mutual fund 
shares. 

There were those in life insurance 
ranks, however, who saw more to be 
gained by joining with the mutual 
funds than by trying to blast them out 
of the water. This development took 
various forms. Already in existence 
were the mutual fund affiliations of 
Standard Life of Indiana and of Na- 
tionwide Life. During the year, Fidelity 
Bankers Life of Richmond brought out 
its combination, whereby a policyhold- 
er could buy mutual fund shares equal 
to his annual life insurance premiums 
and then later on, as at retirement, 
turn in the mutual fund shares for 
their redemption value on any of the 
life policy options, including life in- 
come. 


The Hottest Development 


Perhaps the hottest development in 
this area was dual licensing of life 
agents to sell mutual funds and mutual 
funds salesmen to sell insurance poli- 
cies. Some companies announced that 
their agents would have their contracts 
cancelled if they sold mutual fund 
shares. But others still permit their 
agents to sell both forms of contracts. 

The House’s passage in March of the 
Keogh-Simpson bill revived interest in 
whether persons taking advantage of 
its provisions would be permitted to 
buy their coverage on a group insur- 
ance basis. There was considerable in- 
terest in it at the midyear meeting of 
NALU but by June Harold Sloane, gen- 
eral agent in New York City for Conti- 
nental Assurance, resigned from the 
federal law and legislation committee 
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and field practices committee of NALU 
because he felt there was insufficient 
action being taken against the insuring 
of Keogh-Simpson business under 
group policies. He later was persuaded 
to withdraw his resignation. 

Before the year’s end, the question 
became temporarily academic, as Con- 
gress failed to pass the bill. But it still 
looms as a possibility—and many life 
companies have indicated they de- 
finitely intend to write the coverage as 
group if the law permits them to. 

Jumbo group continued to rear its 
troublesome head. The sentiment of 
the Beers (high level) group commit- 
tee, with which the NALU group com- 
mittee has been conferring, is that 
statutory limits would have to be set 
so high, in order to get industry agree- 
ment, that any limit that could be en- 
acted would serve to raise employers’ 
sights rather than lower them. 


Still Some Hope 


However, a subcommittee of each 
committee has been conferring with its 
opposite number and there is still hope 
that some proposal will be made for 
controlling jumbo group limits that 
will be acceptable to both NALU and 
the companies that want to write high 
per-life group limits. 

Through the year there was conti- 
nued interest in multiple line selling 
that includes life insurance. There was 
much skilled and effective speech- 
making on both sides of the matter. 
Proponents saw across-the-board sell- 
ing by the multi-line agent as the wave 
of the future, Opponents viewed it as 
something with limited possibilities but 
not anything that would seriously af- 
fect the traditional method of selling 
life insurance. 

What the opposition was most con- 
cerned about was that skillful promo- 
tion of all-lines selling would prove 
uncomfortably effective in hiring away 
good executives and potential execu- 
tives who could be persuaded that 
they should get on the bandwagon 
without delay. 

Major News Of 1959 

Many of the major news develop- 
ments of 1959 were more significant 
for their long term potential than for 
their immediate effect. Among these 
were the following: 

—Variable annuity legislation and 
litigation. The Securities & Exchange 
Commission won the suit giving it 
control over variable annuities, but as 
the year neared its end the life insur- 
ance business was still waiting to learn 
how far the SEC would go in allowing 
the exemptions from the _ securities 
laws that had been requested by Vari- 
able Annuity Life and Equity Annuity 
Life. 

Also still being awaited were Pru- 
dential’s plans for selling the variable 
annuity, following the success of its 
long and bitterly contested effort to get 
the necessary enabling legislation 
through the New Jersey legislature. 
Prudential, however, obviously mind- 
ful of the importance of getting its var- 
iable annuity merchandising off to the 
best possible start; is not permitting 
itself to be rushed. It will not even 
state a target date for the first sale. 

—The Forand type of social security 
legislation that would provide hospital 
and medical care for social security 
beneficiaries. Secretary Flemming of 
the Health, Education & Welfare De- 
partment, who had been reassuringly 
opposed to legislation of the Forand 
variety, caused considerable concern 
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was less confident it could withste 
the pressure for Forand-type legis 
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the basic principles involved in gis stil l 
legislation as the Forand bill,” , peared. r 
newspaper quoted him as saying. Hp states © 
ever, other papers quoted hii in pomestic 
alarming fashion. Unfortunately, gate °° 
Flemming was speaking without magt latiol 
uscript, and it was impossible to .go the - 
certain definitely what he actually qith Te™ 
say. pgainst - 
No Change In Position ge 
Apparently, however, he has jy a prosk 
cooled off on his previously  stajheen misle 
preference for letting the private pf still av 
surance industry do the job. What jficuit cot 
said about reviewing the departmen#mye ultim: 
position on the Forand bill was ejignificanc 
dently designed more to indicate gy prospec 
open-minded and flexible attitude th; 
any serious desire to espouse the F,gitUuP Cas 
and principle. It also indicated that; _The J 
the A&S industry has any ideas on that 
solving the Forand type of threat, #yich one 
addition to those already advance ve perh: 
they should be brought forward ; x eas tl 
promptly as possible. es be ot 
—The O’Mahoney investigation , ally rec 
insurance. This is all in the future; re oup, is 
far as any direct application to life jy ean te 
surance is concerned. Up to now, t h collat 
various general insurance lines hy a the 
been getting all the attention to dete . imp] 
mine whether public law 15, the n ae si : 
Carran act, is working all right #0 the tr 
should be amended. This is the fut rem 
that defines what rights the stil s form C 
are to have in regulating interstate jy direct re: 
surance transactions. i group 
Even though the O’Mahoney proba im to 
might never bother to investigate |j S vork 
insurance, however, any changes in t) F heon n 
McCarran act could have importa ont since 
= e depart 
Minn. Blue Cross And fit and chi 
Blue Shield Terminate | —™e * 
P in the yea 
Connection; To Compelgite unde 
ST. PAUL—Blue Cross and Bigfhis is a s 
Shield, which have been working titttitudes a 
gether in providing hospitalization afeat deal | 
pre-payment medical coverage, hagvhy the | 
terminated their contract and will bvhat kind « 
come competitors. Blue Cross, owad other 
by a group of hospitals, is prepared ifmessed at | 
activate a subsidiary, Minnesota lf —The he 
demnity, to write pre-payment meiifYork legis 
cal-surgical-obstetrical coverage, aifife compan 
Blue Shield, owned by doctors, plansifurers. It | 
enter the hospitalization field. rear that 
Minnesota Indemnity, although «fheld and, ir 
ganized five years ago, has never ative com: 
sued a contract. and regulat 
The formal break is expected to coming would b 


Dec. 29 at a meeting of Blue Cross 
rectors. The date would allow 30 dy 
notice to subscribers whose contt§ while su 
end Feb. 1. Blue Cross and Blue Shiel far-reachin; 
whose working contract terminal; j regard 
Nov. 30, are now cooperating under nactment 

temporary agreement through whi legislature, 
Blue Cross is handling internal oper the fir 
tions, except sales and advertising, {1 ly that seri 
Blue Shield, Both have occupied t et the law 
same building ia St. Paul but ha The final 
maintained separate claims dep ompanies, 
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ways. Dr. R. R. Cranmer, executllfiig 4 pr: 
director of Blue Shield, said the bre ilready bes 
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Cross to agree to expanded medii@ om. A, 
coverage. The latter wanted to mi the New Yo 
this optional, while Blue Shield wall), had w 
it mandatory. Blue Cross also said ¢ purchase in: 
panded service would increase Hi) oliey 
while Blue Shield contended it wo, 4, co 
be merely payment for additio@.4 by — 
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Fred. This will determine whether 
state’s extraterritorial powers over a 
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}sqinst Mail order insurers. 
"The Knox-Anderson case, involv- 
gan agent who sold a bank loan plan 
> has ph) a prospect who later decided he’d 
SLY statdheen misled to his own detriment. This 
oVivate pf still awaiting trial in the federal 
. What fircuit court of appeals in California. 
partmenfne ultimate decision may be of great 
| was @yj inificance to agents in giving advice 
ndicate fy prospects. 
a : roup Case Decision 
ted that! The New York department deci- 
ideas ifn that the kind of group case in 
threat, ; hich One or a favored few executives 
advances ve perhaps 100 times as much cov- 
rward g age as the others in the group, who 
._,, fmay be only enough to make up the 
igation wally required number to constitute 
future, group, is not group insurance at all. 
to life in Still unknown at the year-end were 
) DOW yeh collateral questions as (1) what 
Ines haifies the department propose to do 
1 to dete wut implementing and enforcing its 
2 the M pinion, and (2) what, if anything, 
right dy the Internal Revenue Service do 
5 the la thout removing the tax shelter from 
the Stat his form of group—and perhaps as an 
state i indirect result, from some other forms 
i group as well. The IRS has been 
"Y Prove own to be interested in what the 
tigate ew York opinion would be, but there 
Ses In been no IRS ruling or announce- 
importa ont since the opinion was given by 
e department’s deputy superintend- 
ind iit and chief counsel, Raymond Harris. 
1ate —The $200,000 survey initiated late 
, the year jointly by LIAMA and 
Mpelgite Underwriting Training Council. 
and Bigfhis is a study in depth of consumer 
king tttitudes and is expected to yield a 
ation aeat deal of useful information about 
age, hagwhy the public buys life insurance, 
1 will bavhat kind of agent it likes to deal with, 
ss, owmnd other facts that are now largely 
epared essed at if not entirely disregarded. 
esota lf’ —The hearings to be held on New 
nt meifYork legislation designed to permit 
‘age, aigife companies to own fire-casualty in- 
, plansifurers. It became known late in the 
rear that these hearings would be 
ough omield and, in December, the joint legis- 
never fative committee on insurance rates 
ad regulation announced that a hear- 
d to coming would be held Jan. 14. 
Cross di 
y 30 day 


contl@§ While such legislation would be so 
ie Shitlf-reaching in its consequences that 
rminait is regarded as having no chance of 
und fnactment at the 1960 session of the 
n WilGsislature, which opens immediately 
al ope@htter the first of the year, it seems like- 
ising, {fy that serious efforts will be made to 
pied "Het the law changed in 1961. 
nut The financial resources of the life 
i tompanies, plus their characteristically 
aggressive merchandising pattern, 
a poould make them competitors of top 
> ~ .gmportance in the fire and casualty 
xecullfeld—a branch of the business that is 
he br iready beset by intensive new com- 
Oi ttive developments in its own ranks. 
B a -The Arden-Freydberg decision in 
: wal he New York supreme court. An agent 
ide who had worked up a complex stock 
sa é purchase insurance plan at the request 
ra two clients found himself undercut 
sditio y the controller of a corporation 
Wned by the clients. The controller 
tad himself licensed as an agent to 
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write the case. The agent sued and won 
a jury verdict of $15,000, plus interest 
and costs. 

If upheld on appeal, this verdict 
could become a landmark, the start of 
protection for life agents like that al- 
ready enjoyed by real estate agents. 
At the same time, the circumstances of 
the case appear to minimize the pos- 
sibility that prospects can reasonably 
shy away from talking with an agent 
on the ground that he may sue them for 
lost commissions if the prospects fail 
to buy from him. 

At the annual meeting of Life In- 
surance Assn. of America, the members 
were told that 1959 would wind up 
with a record sales year for all lines, 
ordinary being $501 billion, a 6% rise. 
Insurance in force was estimated, as 
of Dec. 31, at $534 billion as against 
$493,561,000,000 a year earlier. 

The outlook for the decade of the 
1960s, as outlined at the annual meet- 
ing of the Institute of Life Insurance 
in December, was rated as highly fav- 
orable, the only trouble spot on the 
horizon being the danger of further in- 
flation. 


N. Y. C. Agents Searching 
For Speaker To Appear At 
London Meeting, Feb. 16 


Jack R. Manning, managing direc- 
tor of New York City Life Underwrit- 
ers Assn., has received a request from 
H. S. Middleditch, chairman of the 
Corporation of Insurance Brokers Life 
Society, London, England, for assist- 
ance in obtaining the services of a life 
agent or agency head from the United 
States to address the London group 
Feb. 16, on the subject of “How Life 
Insurance Is Sold in the U. S.” 

Mr. Manning, in turn, is requesting 
any life insurance field man who will 
be in London on the above date and 
who would be willing to address the 
organization to contact him at the 
New York City association’s offices, 
185 Madison Avenue, New York 16, 
N. Y., or by calling Murray Hill 5-4473. 


American Frontier Life To 
Sell 200,000 Shares At $8 


WASHINGTON—American Fron- 
tier Life, Memphis, has filed a state- 
ment with the Securities & Exchange 
Commission seeking registration of 
200,000 shares of capital stock to be 
offered for public sale at $8 a share. 

SEC said: “The offering is to be 
made by Union Securities Investment 
Co., which will receive a selling com- 
mission of $1.20 per share. Union Se- 
curities is owned by A. D. McClellan, 
a director of the insurance company. 
Public offering of this stock is sub- 
ject to the pre-emptive rights of the 
holders of the 1.2 million outstanding 
shares of insurance company stock, of 
which 1 million shares are owned by 
American Frontier Corp. 

“Net proceeds of the stock sale will 
be used primarily to increase the capi- 
tal and surplus of the insurance com- 
pany and thereby put it in a better 
position to expand its business.” 


Nashem Agency Leads 


The Lee Nashem agency at New 
York led Mutual Benefit Life agencies 
for the 11 months with paid-for busi- 
ness of $25.7 million. The agency also 
led in gain over 1958 with $9.7 million 
and was first in paid-for business in 
November with $2.6 million. The agen- 
cy has an average policy of $36,644 and 
an average premium of $48.04 per 
$1,000. 


New Insurer Offers To 
Cover Seven Spacemen 


Constellation Life, a newly formed 
life company in Norfolk, Va., has of- 
fered to insure the seven astronaut 
candidates at $5 per $1,000 over stand- 
ard rates. 

The company said it would provide 
coverage for the would-be spacemen 
up to a limit of $20,000 on each life. 
Half the risk would be reinsured by 
American United Life. 

According to Constellation’s presi- 
dent, James M. Williams, the annual 
premium on an astronaut age 33 would 
be $5.68 per $1,000 of coverage plus 
the $5 per $1,000 for a hazardous oc- 
cupation. 


Acacia Mutual, American Life 

Ot New York Become LIA Members 
Acacia Mutual Life and American 

Life of New York have been elected 

to membership in Life Insurance Assn. 

Acacia Mutual had been a member of 

the association from 1927 to 1944. 
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Indiana Prepares New 
Rules For Coupon Cover 


The Indiana department has issued 
an announcement of regulations for 
coupon policies beginning Feb. 1. 

The department prefaces its new 
rules with the statement that it is of 
the opinion that there is nothing wrong 
with coupon contracts per se, but 
“further definite steps must be taken 
to eliminate certain misunderstandings 
which have arisen in their presenta- 
tion.” 

After Feb. 1, the use of words “pro- 
fits” and “profit sharing” or any simi- 
lar expression “shall not be used in 
any life insurance contract, or any 
rider attached thereto; nor shall ‘profit 
sharing’ be featured in any sales litera- 
ture or sales presentation, written or 
verbal. 

“Any statements indicating ‘profits’ 
from lapses and surrenders shai! like- 
wise be eliminated. 

“Any surplus distributions to policy- 
holders must be explained as dividends 


John Hancock’s Goodman agency at 
El Paso has moved to new quarters 


at 2820 North Stanton Street. 





and their source factually presented. 
“Coupons are not to be referred to 
in any manner as ‘profits’ or ‘income 


>” 


in investment’. 








Hep in paving the 
way for successful in- 
terviews is provided 
North American field 
men by newspaper ads 
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approach is working to 
assure CONFIDENT 
SELLING for ae pe 
‘Yomplete portfoio 0 
Life a S&A. Ask for 

Brochure BO-321. 


* Exclusive North American 
service mark 
























Over 

$34 Billion of 

Life Insurance 
in Force. 


Home Office: 
Minneapolis, Minnesota 


Canadian Head Office: 
Hamilton, Ontario 














H. P. SKOGLUND, President 





Your line—or lane— 
always seems slowest 


Ever notice that whenever you have to stand in 
line at a supermarket or bank, the line you’re in 
always seems to move slowest. And when you're 
creeping home through the city’s snarled rush- 
hour traffic, usually every other lane of traffic 
moves except yours. 

Actually though, it’s just a state of mind. 
Often we're so anxious to rush into the future 
that we become overly impatient with tem- 
porary delays and normal roadblocks. Yet we 
can avoid many of them by a bit of advance 
planning. Perhaps getting to the supermarket 
or bank at a different time of day would elimi- 
nate the line waiting. Certainly leaving work 
after the rush-hour peak helps avoid some of 
the heavier traffic. 


Advance planning can be even more important in 
handling personal problems. Here’s where a little 
foresight can pay big dividends. Take the matter 
of retirement, for example. Wouldn’t it be nice to 
have an extra $100 a month from the retirement 
day you specify? Or, if something should happen 
to you, for your family to receive a regular monthly 
income? No need to wait, either. Your North 
American representative will be happy to give you 
all the details of this fine plan. 





Call on the North Ameri 
sentative in youg 


repre 







can 


NORTH AMERICAN 
Cc A ce € 
her 3 l Casualty Co: 
fe and Casua 7 omypeny 
H. P.Skoglund—President J.E.Scholefield, CLU—Vice President, Director of Agencies 


NORTH AMERICAN INSURES CONFIDENT LIVING 
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plan some of the features of a mutual 
fund that they have found to be 
necessary and quite desirable. The 
most important feature, and the only 
one we should be concerned with to- 
day, is the opportunity for the pur- 
chaser of a life contract to be paid or 
receve dollars that are more in keep- 
ing with the purchasing power of the 
doliar at the time he receives them. 

One answer has been the variable 
annuity. ... An individual, however, 
can in many ways design his own 
variable annuity simply by good man- 
agement of his retirement dollar—that 
is—providing a certain number of 
guaranteed dollars for himself at re- 
tirement through the use of our age- 
old annuities and retirement income 
plans and at the same time making an 
equity investment that will grow with 
American industry and/or inflate with 
the economy. 


Stress Income Protection 


A great many of us, particularly in 
the life insurance business, accustomed 
to working more conservatively in 
matters of finance, suggest a mutual 
fund offering selection, diversification 
and management to insure the investor 
the best possible protection income. 
Who is better equipped to do this 
over-all job of planning for the aver- 
age man’s financial future than the 
skillfully trained life insurance under- 
writer? 

I am not trying idly to compliment 
you but rather to point out that from 
the beginning you have been taught 
the importance of guarantees, and you 
have not had the rosy picture painted 


HteNATIONAL UNDERWPITER 


GAs Hear Argument For Adding Fund Shares To Arsenal 


(CONTINUED FROM PAGE 2) 


reasons most people are working. 

One of these important purposes is 
in order to take things a little easier 
at a later time in life, and the other is 
to provide for more income as the 
years pass by. This dual approach is a 
departure from the rather blunt and 
unattractive approach of death. I am 
fully aware, however, that some life 
insurance men do make their approach 
entirely from the standpoint of killing 
their prospect, and I also know that 
these men are quite successful. 

However, many companies today 
are going into what may be called the 
living approach—this living approach 
then provides a means whereby a 
man’s most material instincts might 
best be served. We all have tendencies 
like squirrels to put away a little for 
the future, and yet there are very few 
among us who do not have tendencies 
to do a little gambling—to take a 
chance now and then, particularly if 
taking that chance will result in a 
profit. 

Pick up our prospectus or the pro- 
spectus of a dozen other good funds 
and note the industries in which the 
investment is made. They are the 
backbone of America. If the value of 
the investments in these industries 
finally will prove worthless, you may 
be quite certain that there would be 
little hope for the investment that’s 
been made in the life insurance indus- 
try, because too much of these invest- 
ments are interrelated to this back- 
bone. 

Though the bonds and mortgages 
may have certain contractual obliga- 
tions while the other is still an equity 
investment, these equities would by 
sheer weight of falling drag the bond 


through your training period that 
seems to be the background of a great 
many security salesmen. Further, I 
think the life insurance industry, being 
a much older industry and one based 
on a great deal more of fact and 
scientific knowledge than the fiction 
and hope of the security business, has 
been able to design and develop schools 
to better train young men to deal 
with the economic facts of life. 


Calls Agent Best Equipped 


Certainly it would seem to me that 
you, Mr. Life Underwriter, are a great 
deal better equipped to talk about a 
man’s over-all financial program than 
about the advisability of his automo- 
bile insurance or his fire insurance. 
These latter items have little or no 
bearing on his family’s security or his 
financial position in the _ future. 
Through custom, however, it is fre- 
quently and popularly acceptable by 
members of the insurance industry to 
agree that a life man ought to sell fire 
and casualty insurance, but it is now 
my experience that would cause me 
to recommend that a mutual fund is a 
sale much more in keeping with the 
life insurance man’s training and 
scope. 

The last point that I would like to 
bring forth for your consideration in 
proving that mutual funds and life 
insurance are compatible and comple- 
mentary is the psychological aspect of 
the sale. When we confine our ap- 
proach talking about guaranteed dol- 
lars plus family protection and an 
equity investment, we are touching 
upon, as I see it, two of the primary 








ACTUARIES 


or mortgage value down with them. 
How much better for your prospect to 
invest in something like a mutual fund 
with its broad base than it is for him 


A 








to plunge into the market as a meek 





BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 


MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
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NEW YORK 
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PORTLAND 


lamb buying whatever a broker may 
have to sell on that particular day. 

As I announced in the beginning of 
my talk, the subject was “It’s Later 
Than You Think.” That trite phrase 
occurred to me because I am under the 
impression, perhaps incorrectly, that 
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many of you in this audience do not 
have a really good estimate of how far 
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Consulting Actuary 
Suite 2011 


139 N Clark St. Chicago 2, Ill. 


the courtship between these two great 
industries has gone. Did you know, 
for example, that the Kiplinger letter 
of Oct. 10, calls readers’ attention to 
the fact that annuities are coming out 
that will vary with the cost of living 
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Court Action On Two 





Texas Life Companies 
AUSTIN—For the first time in 
more than a year, court action has 
been launched on charges of insolvency 
against a Texas life company. Inves- 
tors Security Life and Mutual Oid 
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Line Life, both of Lubbock, have been 
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Consu!ting Actuaries 
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temporarily restrained by district court, 





and the state liquidator, C. H. Lang- 
deau, has taken charge of assets pend- 
ing further action. 

Petitions were brought by the de- 
partment after examination of the 
companies. R. C. Hewett, E. B. Ful- 
lingim, W. T. Barnes, George Wimber- 
ly, H. C. Littlefield and H. M. Gable 
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INCORPORATED 
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are listed as officers of Investors Se- 
curity, and Messrs. Barnes, Wimberly 
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Lansing and Detroit, Michigan 
811 American Bank Bldg., Lansing 68, Mich. 











and Littlefield are listed as officers of 
Mutual Old Line Life. 

The petitions allege capital impair- 
ments of $287,862 for Investors Se- 
curity and $39,840 for Mutual Old Line, 
and charge unauthorized withdrawals 
by officers, directors and employes. 
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and that these annuities will be bag 
upon common stocks? 

My suggestion to you is, don’t , Promo 
your head in the sand and avo Anthony 
watching the onrush but rather styjfeneral CO 
your competition and see what meas been | 
there is in these two developmenfther offic 
and if I were you I would actually jguhew posts. 
a mutual fund selling organization yBotary sinc 
the extent that I would learn how yfjaims an 
sell them so that I would be fyjbartments 
ready and qualified when the ¢csistant V 
arrived. ‘her, assist 

Several weeks ago, I learned th olders set 
one of our top salesman, who had jyfis year; 
learned the story of the dual approag, ger of tl 
after having become properly licenggfince 1953 
and qualified, made his first substa, sistant S¢ 
tial sale. It was on the second call] thy | Mr. Stilo 
he finally closed the deal, but he 4 with 
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extremely proud of himself having fore World 
done so well on the first try. In » Biates Life 
effort to learn what really turned th | Mr. Lou 
trick for him he said to the Prosper, fartment i 
“George, it would be of great help 4 fent man: 
me if you would tell me what hg 947, aside 
made you buy. Was it this new ide fates Life 
of a balanced program of mutual fung fj Asia L’ 
and life insurance that appealed t ban Life of 
you, or was it the film strip presenta j Mr. Brut 
tion, or was it something I said” fates Life 
George replied, “Well frankly, John fas spent 
it was none of those things. Why epartmen 
caused me to buy was my wife.” arial dep 





Interest Rate Raised To quita. 
3.75% By Pan-American Lit froup 


Pan-American Life, effective Jan, | Equitabl 
will raise interest on dividends anj bet lower 
proceeds left with the company fron ing Jan. 
3%4% to 334%. The increase applic fill apply 
both to existing funds after Jan. 1 ani bntracts— 
to funds placed on deposit prior to that faacts- 
date, and will be retroactive to th] The prog 
anniversary date in 1959. ally lowe 

The interest on premiums paid in fes, and h 
advance has also been increased—from fysit func 
314% to 4%. nefits an 

At the same time, Pan-American ha floyes und 
inaugurated a policy of quantity dis- hcreases i 
counting premiums. The discount wil knge from 
be $15 on a $5,000 policy, $40 ona {y 


$10,000 policy and an additional $4 per The prog 
$1,000 of face amount on policies over fp increas 
$10,000. ields and 
ag ventual e 

Slotten Speaks At Lansing féerai inc 
Failure to follow a charted cours pme deri 
results in many mediocre perform- fnsion pl. 
ances or failures in insurance, Rollie fore than 
Slotten, Inter-State Assurance, Des fp its book 


Moines, told members of Central Mich- [its total 
igan A&H Underwriters Assn. a 
Lansing. 

Speaking on “Men Who Might Have 
Been,” Mr. Slotten, director and men- 
bership chairman of 
Assn. of A&H Underwriters, asked the 
pertinent question: 
where you are going, how you will get 
there and will it be worth it when 
your goal is reached?” 








Praetorian Mutual Sets New Year 
Goal: $100 Million By July 




















General agents of Praetorian Mu- fterest at 
tual Life will gather in Dallas Jan. 4 h deposit 
for a company-wide meeting at which knds left 1 
a production campaign goal of $100 fementary 
million of life in force by July 4 will fntingenci 
be launched. The con 

vidends c 
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Restore Some Benefits 


In Medicare Program 
The Department of Defense has lib- 
eralized the availability of the medicare 
program administered in the midwest 
and south by Mutual Benefit H.&A. 
Certain benefits eliminated in 1958 


| be basfifnited States Life 


promotes Four Officers 

Anthony J. Stilo, former assistant 
eneral counsel of United States Life, 
ys been elected secretary, and three 
ther officers have been appointed to 





don’t D} 
ind avo 
ther styg 
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tually joghew posts. Pak H. Louis, assistant sec- do 
ization gfetary since 1942 and head of the issue, have been reinstated for eligible de- 
. how gyhiaims and policyholders service de- pendents of servicemen. Treatment of 





surgical conditions while hospitalized 
will be authorized at government ex- 
pense with a few exceptions. The re- 
stored program also includes inpatient 
eare for acute medical conditions and 
limited care for acute emotional dis- 
orders constituting an emergency. 

Outpatient treatment is provided for 
fractures, dislocations, lacerations and 
other wounds. There is also an allow- 
ance of $75 for diagnostic tests and 
procedures prior to hospitalization for 
surgery or injury and a limit of $50 
for necessary tests or procedures au- 
thorized for the proper post-hospitali- 
zation care. 

The permit for authorized care from 
a civilian source is not required in 
cases of a bona fide emergency, but is 
still necessary for civilian care of non- 
emergency cases when patient and 
serviceman reside together. 

A spokesman for Mutual of Omaha 
estimates the liberalization will in- 
crease 20-25% the number of patient 
claims to be handled. 


be fulpartments since 1953, was _ elected 
the ¢fcsistant vice-president. George Brum- 
‘Her, assistant manager of the policy- 
rned tholders service department since early 
> had jugfhis year, and Warren H. Page, man- 
approagfger of the life claims department 
y licensgfince 1953, have been promoted to 
Substa, fcsistant secretaries. 

| call the] Mr. Stilo entered the life business as 
it he wafgent with Massachusetts Mutual be- 
f havigfore World War II. He joined United 
‘Y. In wBtates Life in 1950. 

ned th} Mr. Louis joined the actuarial de- 
Prosper fartment in 1929 and became depart- 
t help fent manager in 1935. From 1942 to 
Vhat ha $947, aside from his duties with United 
NeW ide Kates Life, he was assistant secretary 
ual fung fi Asia Life, now known as Ameri- 
ealed ty fan Life of Delaware. 

resents. | Mr. Brummer has been with United 
I said” ftates Life for five years, all of which 
Y, John fas spent in the policyholders service 
'S. Wha fepartment. Mr. Page joined the ac- 
fe.” arial department in 1946. 















quitable To Lower 


m LifFroup Annuity Rates 
e Jan.| | Equitable’ Society will put into ef- 
nds anikct lower group annuity rates begin- 
ny from fing Jan. 1. The lower rate structure 
applic fill apply to three general types of 
n. 1 ani bntracts—deferred annuity, deposit 
r to that \dministration and profit-sharing. 
to the {The program will result in substan- 
ally lower purchase rates for annui- 
es, and higher interest rates for de- 
bsit funds, death and. withdrawal 
enefits and amounts allocated to em- 


Variety Of Activities 
For Past Year Described 
In Annual CLU Booklet 


American Society of CLU and 
American College have jointly pub- 
lished their annual public information 
booklet—the CLU Review. The book- 
let features highlights of the past year, 
including pictures of the ground- 
breaking ceremony for the new home 
ican has floyes under profit-sharing contracts. of the American College in Bryn 
ity a in these interest rates will Mawr, Pa. and facts and figures 


paid in 
d—from 


int will knge from one-half of one percent to about the management education pro- 
0 on ad% gram, examinations of the college, and 
| $4 per the society’s national seminar. 


The program was made possible by E : 
es over fn increase in Equitable’s investment Copies of the review may be ob- 
tained from the public relations de- 


ields and the gradual reduction, and : 
ventual elimination by 1961, of the Partment of the society, 3924 Walnut 
Street, Philadelphia. 


kderal income tax on investment in- 
bme derived from qualified insured 
ension plan reserves. Equitable has 
fore than $3 billion of such reserves 
n its books, representing nearly 40% 
i its total reserves. 


tate Mutual Life To Pay 
10,250,000 In Dividends 


nsing 
course 
»rform- 
Rollie 
e, Des 
| Mich- 
sn. at 


Fidelity Mutual Dividends 
In 1960 Up 11% Over 1959 


Fidelity Mutual Life has set aside 
$5,022,000 for dividends payable in 
1960. Dividends in 1960 will be based 
on the 1959 dividend scale, but repre- 
sent an increase in amount of 11%. 












t Have 
men- 


ational State Mutual Life has authorized Effective Feb. 1, increases in the in- 
ed the 60 dividend payments totaling some terest rate on dividend accumulations 
know 10,250,000 on individual life and an- 


and settlement options are as follows: 

—On dividend accumulations the 
rate is increased to 3.5%. 

—On proceeds left with the compa- 
ny under interest options the rate is 
increased to 3.4%, except where guar- 
antees are higher. 

—On proceeds left with the com- 
pany under life income option on the 


ity policies, which exceeds dividends 
yable in 1959 by $1,350,000, of which 
proximately $900,000 is due to in- 
eases in the dividend scale. 

During 1960, under individual life 
rations, State Mutual will credit 
terest at an increased rate of 3.65% 
deposit administration funds, divi- 


io) [os left with the company, and sup- currently effective basis (1948 and 
a 4 ‘mentary contracts not involving life later policies) the rate, during the 
wi fatingencies. The rate was 3%. guaranteed income period, is increased 


The company is also increasing 
vidends on regular premium-paying 
Hirement annuities effected after 
Ml, and on certain larger policies 
hich were issued before State Mu- 
al’s introduction last April of a quan- 
y discounting policy. 
a John Hancock’s employe publica- 
pn, the News Weekly, has received 
Epenorable mention in the publica- 
C) Ns contest of the Greater Boston 
“ ited Fund campaign, an award 


to 3.4%. On issues prior to 1948, the 
rate remains at 3%, except where 
guarantees are higher. 


National Bankers Life has_ intro- 
duced a major medical policy with 
optional deductible of $300 or $500, 
and a maximum protection of $5,000. 
Surgical benefits are provided up to a 
maximum of $500. 


North American Life of Toronto has 
been licensed in Maryland. 





flich the weekly also won last year. 








LIFE INSURANCE EDITION 


Edward Bird, 
manager of Life 
of North Ameri- 
ca at Frankfurt, 
Germany, left, 
shows Edmund L. 
Zalinski, executive 
vice-president, the 
flag of Mulheim 
Eis, a small Ger- 
man town. The 
flag, which was 
captured by Mr. 
Bird during World 
War II, is being 
returned to the 
town as a gesture 
of friendship. Mr. 
Bird is a retired 
colonel in the U.S. 
Army. 














Local GAMC Association 
Formed At Decatur, IIl. 


General Agents & Managers Con- 
ference of NALU has formed a new 
local association in Decatur, Ill., which 
brings conference membership to 162 
local associations. 

Officers elected to the local associa- 
tion are Melvin R. Campbell, Pruden- 
tial, president; Thomas W. Wolfe, 
Bankers Life of Iowa, vice-president, 
and H. Allan Todd, Prudential, secre- 
tary-treasurer. 

Elected directors for two-year terms 
are E. A. Rieckman, Metropolitan, and 
W. Robert Moore, Connecticut Mutual 
Life. Elected directors for one-year 
terms are James E. Williams, Provident 
Mutual Life, and David M. Tennant, 
Equitable Society. 


U. S. Life Raises Policy 


Proceeds Interest To 334% 


United States Life has raiseq from 
3% to 334% the interest rate on divi- 
dent accumulations during 1960 and is 
continuing its present dividend scale 
into next year The 334% _ interest 
rate will be paid in 1960 on all policy 
proceeds left with the company on 
settlement options not involving life 
contingencies. 

The increased interest rate is due 
to U. S. Life’s continued improvement 
in its investment yield. 

Flint Assn. of Life Underwriters 
heard Vernon G. Glendening, Pruden- 
tial, Detroit, discuss the investment 
features of an adequaie life insurance 
program at the December meeting. 


REINSURANCE 


ments 





A & S STAFF 


at our five Offices are 
daily students of develop- 
in the field of 
Personal Protection. 


They are glad to share 
their findings with you. 
Employers is a pioneer in 
A & S Reinsurance. 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


NEW YORK 
107 William St. 


CHICAGO 
175 W. Jackson 


SAN FRANCISCO 
100 Bush St. 
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opportunity in detail to: 








TOP EXECUTIVE POSITION WANTED— 
GUARANTEED RAPID COMPANY BUILDING JOB 


Young man with proven record of building an Agency from scratch. Have started from 
zero to build one of the largest Agencies in a large Eastern Company. $12,000,000 plus 

. average paid production starting with no manpower. Have paid for $50,000,000 
plus of new life insurance in four years of existence. $1,000,000 plus in annual premiums. 
Independent A and H Agency force developed in one year. Over $30,000 in premiums. 
Have recruited and trained seven General Agents and Managers during this period. 
Am a graduate of the Life Insurance Marketing Institute, Purdue University. Salary plus 
stock option desired. My present connection has received my resignation. Write your 


John W. Buda, 1527 National Bank Building, Detroit 26, Michigan. 













field we invite your inquiry. 


eee OF AGENCIES 
F 
WEST COAST 


Widely known Eastern life insurance company recognized as a leader in noncancellable accident 
and sickness sales and with an expanding life account seeks qualified man to assume top 
regional sales management position in Western Region with headquarters in San Francisco. 
Territory composed of nine western states including Alaska and Hawaii, and sixteen established 
agencies. If you have a record of successful sales and management in the personal insurance 
All replies confidential. 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


Write Box L-31, c/o The National 














WANTED 
RETIRED EXECUTIVE 





To act as consultant in organiz- 
ing a $20 million Life Company. 
Write Box NY-23, c/o The 
National Underwriter Co., Adv. 
Dept., 17 John St., New York 
17, New York. 








MANAGER—H.O. AGENCY 


A Billion Dollar Southern life insurance 
company is seeking a manager for its 
Home Office Agency. Insurance in force 
in the agency now in excess of $20 million. 


Applicant must be between the ages of 
30 and 45, have successful personal pro- 
duction record, and it is preferred that he 
have had managerial or assistant mana- 
gerial experience. 


Attractive salary plus bonus arrangement 
will be made with the person selected. 


Reply in strict confidence, furnishing 
complete experience record, to Box L-32, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 




















SUPERINTENDENT OF AGENCIES 


A Billion Dollar, Southern Life Insurance 
Company is seeking the services of a well- 
qualified person between the ages of 30 
and 45 to become Superintendent of 
Agencies, working directly with the Agency 
Vice-President. 


To be considered, applicant should have 
had successful life insurance sales expe- 
rience, preferably Home Office Agency 
Department experience and have com- 
pleted career life training courses. 


An attractive starting salary commensurate 
with experience and abilities will be paid 
the person selected and there will be op- 
portunities for rapid advancement. Reply 
in strict confidence giving personal bio- 
graphical information and a complete rec- 
ord of experience to Box L-29, c/o The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








HOME OFFICE 

ORDINARY SUPERVISOR 
25 year old Life and A&H Company, cen- 
trally located, offers position as Home 
Office Supervisor of Ordinary Life insur- 
ance. Company is licensed in forty states. 
Opportunity unlimited. Eligible man should 
have experience in recruiting, training and 
sales experience in field. Some Home Of- 
fice experience helpful, but not essential. 
Give full information as to age, experience, 
past and present life company connections 
and salary expected. All replies confiden- 
tial. Write Box L-19, c/ The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 














CAN YOU 
DEVELOP AND SUPERVISE MEN? 
S. CALIF. AGENCY 
WITH MULTI-MILLION DOLLAR 
PREMIUMS NEEDS A 
LIFE INSURANCE SUPV. 


Write Box L-7, c/o The National Under- 
writer Co, 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 


INSURANCE 
LIFE INSURANCE 
UNDERWRITER 


Leading insurance company has an opening in 


its expanding life insurance Division for a quali- 
fied home office underwriter. We require a col- 
lege degree & a minimum of 5 years experience 
preferably in underwriting individual risks. Exp. 
in A & H helpful. Suburban Long Island loca- 
tion. Salary open. Send complete & confidential 
resume to: 

Rox L-35, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 





Sees No Chance Of Limiting Jumbo Group 


(CONTINUED FROM PAGE 1) 


statutory formula that would permit 
the writing of basic group term cover- 
age in amounts of two to three times 
annual compensation plus, additional 
group term coverages in amounts suf- 
ficient to provide so-called survivor 
annuities in connection with employe 
pension plans.” 

Commenting on this type of formu- 
la, Mr. Fluegelman observed that “it 
would in fact permit employes to have 
amounts of group term which in many 
cases would equal six or seven times 
annual compensation.” 


No ‘Selling Down the River’ 


“I hardly think that we NALU rep- 
resentatives would have been greeted 
with commendation or gratitude by the 
78,000 members of the association,” 
Mr. Fluegelman said, “had we sold 
them down the river by giving our 
blessing to such a formula or anything 
approaching it.” 

“This is particularly true since, as I 
see it, this type of formula would serve 
as a pocket target for employers and 
employes to aim for, and would thus 
encourage rather than deter the writ- 
ing of jumbo group term coverage.” 
‘Agreement To Disagree’ 

Mr. Fluegelman noted that in view 
of the NALU subcommittee’s “agree- 
ment to disagree” with the Beers sub- 
committee on Dec. 7, he and other 
members of the NALU subcommittee 
had “regretfully been forced to the 
conclusion that it would probably be 
both unrealistic and_ useless’ for 
NALU to keep trying to find a reason- 
able, equitable and generally effective 
solution to the problem of excessive 
amounts of group term life insurance 
through the medium of state legisla- 
tion.” 

Mr. Fluegelman stated that he plans 
to call a meeting of the full NALU 
group after the first of the year to 
“re-explore the whole problem of 
group amount limits in an effort to 
come up with other recommended 
solutions for consideration by the as- 
sociation’s national council and board 
of trustees at the 1960 midyear meet- 
ing in Louisville March 20-24.” 


Urges 20-40 Support 

Pending any change in the official 
NALWU policy on group amount limits, 
Mr. Fluegelman expressed the hope 
that “NALU’s state and local associa- 
tions will continue to stand fast in 
support of the so-called 20-40 formula 
now found in the National Assn. of 
Insurance Commissioners’ group life 
insurance definition.” 

Mr. Fluegelman emphasized that de- 
spite the lack of success of the Dec. 7 
meeting on the subject of amount 
limits, “the NALU group insurance 
committee still stands completely ready 
and willing to work with the Beers 
committee or any other interested 
party in an effort to develop and sup- 
port state legislative curbs on the 





PENSION ACTUARIES 
Large firm specializing in employee benefit plan 
service will add two actuaries to its staff. Fellows 
or Associates of Society of Actuaries preferred. 
CONNELL, PRICE & CO., CONSULTING ACTUARIES 
161 Devonshire St. Boston, Massachusetts 

















DISTRICT MANAGER 


Deoth of former Manager has created an open- 
ing for District Managership for a Fraternal 
Life Organization in the Minneapolis-St. Paul, 
Minnesota area. Age 35-45 preferred. Write Box 
L-34, c/o The National Underwriter Co., 175 W. 
Jackson Blvyd., Chicago 4, Ill. 





SENIOR LIFE UNDERWRITER 


seeking underwriting and/or administrative po- 
sition. 8 years ordinary including 2 A&H and 
administration underwriting and issue small life 
company. Reply Box L-36, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 
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numerous unwise lateral extensions) 
group life insurance to profesgig 
associations, veterans organizations 
the like, which pose a_ fast-groyj 
threat to the good name of our ing 
try, to the livelihood of life ung 
writers and to the best interest of a 
insurance public.” 

In addition to Mr. Fluegelyspptf 
members of the NALU subcommiij 
present at the Dec. 7 meeting yq 
Spencer L. McCarty, Provident MyjB™ 
Life of Albany, and Franklin ye 
Provident Mutual, Reading, Pa. i 

Besides Mr. Beers, the ALC. 
subcommittee consisted of Edm” 
Fitzgerald, chairman of Northwege 
Mutual Life, and Charles G. Doughe 
vice-president of Metropolitan pod because! 
Also present at the meeting yor 
Charles A. Siegfried, 2nd vice-prgP". 
dent of Metropolitan Life, and me? 

























































































bers of the ALC, LIA, and Napgralfitime 
staffs. “We belli 
xs e and 1 
ircu 
Man Sans Income Is Worth eS we 
More Dead Than Alive, _ jie origins 
= js busin 
N. O. A&H Men Reminded frinot to 1 
The man whose earning ability igfyithout co 
stopped is worth more to his fampfing policy 
dead than alive, Walter F. Schmifbusiness W 
assistant vice-president of Occidenj “I am & 
Life of California, reminded membegas backgr¢ 
of New Orleans Assn. of A&H Ugision now 
derwriters. tion, for W 


Approximately $12 billion in jjthis matte! 
come is lost every year because dental Life 
disability, he said. “One of your pijmore than 
cyowners in perfect health  todfout the l 
may be one of the 43,000 people wig23,500 age 
will enter a hospital tomorrow, or tract. You 
of the 350,000 who will be permaneijand shall | 
ly disabled this year. If so, he wineeds anc 
change from an income _produmjaction in | 
upon whom his family is dependafany rever: 


for food, clothing and shelter, togphilosophi 
large-scale consumer.” Putting Or 
wy Mr. Bro 

Bankers Of Iowa Reports esociation 
. oran 
Gains In November Sales |tnich it v 
New ordinary business written tlference of 
Bankers Life of Iowa during Novemto bid its 
ber amounted to $24,943,433, an im insurance 
















crease of nearly $54 million over tiofficials a 
same month last year. Group amouniil brokerage 
to $11,166,575 for a November 
business total of $36,110,008, up n 


year. 
Production for the first 11 mon 


totaled $427,888,698, up nearly In addit 
million over the same _ period lsAmerican, 
year. Both ordinary and group mithat a 1 
business totals for the year-t agreed to 
represent substantial increases and subm 
the same period last year with oti¢dential, T 


nary insurance amounting to $26, 
579,569 and group, $166,309,129. 

Life in force reached a new 
by the end of November of $3,535; 
967,050. 





Ohio National To Raise 


Dividend Scale, Interest 
Ohio National Life will increase 
policy dividend scale and the inter 
rate applied to dividend accumulation 
and participating settlement certifi 
cates to 344%. The changes will be 
come effective Jan. 1. 4 
Dividends payable to policyholdets 
will be about 23% greater than in 1959, 
The increase in policy dividends 
include all participating plans excel 
decreasing term and five, 10 and 
year level term plans. 7. 
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Ip (ccidental Head 
tenshelll ells Cal. Agents 
rotessadt'ggn pany Philosophy 
om “eral (CONTINUED FROM PAGE 2) 






omary first year and nine renewal 
ymmissions to the brokers and agents 
iacerned and that in this bidding the 
pmpany was in the “unique position 
if attempting to meet the terms of 
ne conference’s bid without disturb- 
ting “Big its philosophy and practices re- 
: "f rding agents’ and brokers’ compen- 
Klin yep? jon,” from which it has never given 
yi round—or intends to—on its basic 
Kiewpoint of backing the agency sys- 
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life ung 
rest of 4 














since we have already paid the 
tomary commissions on these cases, 
ind because the basic benefits involved 
‘fave not been altered, we elected to 











'iN& Wel pit our proposal to the conference 
v1Ce-preit vimarily on a rewrite basis. 
and mep, 








ng Obligations 


“We believe that in this particular 
se and under these somewhat un- 
ysual circumstances, we have already 
fulfilled our obligations. Occidental, as 
re, the original and long-time insurer on 
his business, is in a position to at- 
Aded fimpt to meet the terms of this bid 
bility ifwithout compromising its long stand- 
1is fanjfing policy to pay commissions on new 
Schmifpusiness written. 

Iecidenf “I am giving you this information 
Membfas background leading up to our de- 
\&H tidsion now, in advance of our quota- 
tion, for we do not wish our action in 
n in pdthis matter to be misunderstood. Occi- 
2cause dental Life of California currently has 
‘our piifmore than 270 agency offices through- 
th todfout the U.S. and Canada, and has 
ople w23,500 agents and brokers under con- 
W, or oftract. You may be certain that we are 
rmaneijand shall continue to be.alert to their 
he yilneeds and problems, and that our 
produsjaction in this matter does not reflect 
ependafany reversal or change in our basic 
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ter, toqphilosophies or policies.” 
Putting Out Bid 

Mr. Brower’s letter was sent to the 
rts fassociation’s board under a covering 
tles memorandum signed by Mr. Neisser, in 
; which it was noted that Western Con- 
‘itten tfference of Teamsters had also put out 
Novetyto bid its medical benefits and life 
, a Minsurance plan for some 1,250 union 
Over id officials and employes—“also on a no- 


moun brokerage fee basis” and that the 
ber tiipresident of the conference, Einar O. 
P nediiMohn, had said that North American 
onth lsiL.&C. was low bidder on this cover. 

Occidental was low bidder on the life 
monig§with dues business and was accepted. 


rly In addition to Occidental and North 
iod lsfAmerican, the memo went on to say 
up Mijthat a number of companies had 


-to-dilagreed to eliminate agents and brokers 
es Ve and submitted bids, among them Pru- 
th onifdential, Travelers, Metropolitan, Equi- 


=|, Service Guide. 


ACTUARIAL COMPUTING 
; SERVICE, INC. 
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1389 Peachtree Street, 
N. E., Atlanta 8, Georgia, 
P.O. Box 6192, Tel. 
TRinity 5-6727. 














CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 











30 N. LaSalle St. 
Financial 6-9792 





Chicago 2, Ill. 





















LIFE INSURANCE EDITION 


table Society, Aetna Life, United Ben- 
efit Life and John Hancock. 

Mr. Brower further noted in his 
letter that the conference had retained 
a consulting actuary to make a study 
and recommendations regarding its 
insurance plan and concluded that the 
issuance of multiple contracts resulted 
in some unnecessary administrative 
expense. It, therefore, opened its pro- 
gram for bids on the basis that there 
would be a “single contract with the 
conference as policyholder” and that 
the program would “be written on a 
no-commission, no-service-fee basis. 
No commission, service or finder’s fee 
is to be paid to any individual agency, 
broker, partnership, corporation or any 
other organization. Where state insur- 
ance regulations or statutes require a 
commission charge against the policy, 
the charge shall be credited to the 
unallocated surplus of the insurance 
company, or to such account as will 
most directly as is possible accrue to 
the benefit of the class of contract to 
which this contract is assigned.” 


Guardian To Pay Special 
Dividend On Some Pension 
And Profit-Sharing Plans 


Guardian Life has announced that 
in 1960 it will pay a special excess 
interest dividend to the trustees of 
qualifieq pension and profit-sharing 
plans. 

The excess interest dividend will be 
independent of, and paid in addition 
to, the regular annual dividend on in- 
dividual policies in the trust. Amount 
of the extra dividend will depend on 
the cash value of all policies in force 
in the trust on the 1960 anniversary 
date, and will be paid to the trustee 
after the anniversary date. 

The special dividend, Guardian said, 
is made possible because of the favor- 
able tax treatment accorded insured 
pension plans where qualified under 
the internal revenue code. 


Patriot Life Adds Several 
Life Plans To Portfolio 


Patriot Life has added several new 
life plans to its portfolio. The addi- 
tions include two more term plans—a 
yearly renewable and convertible poli- 
cy and a yearly renewable policy. 
Waiver of premium rates were re- 
duced on five-year renewable and con- 
vertible policies, 15-year term policies 
and convertible term to age 65 policies. 

Patriot also adjusted its whole life 
reducing at age 65 to reflect higher 
cash values in the 20th year. These 
higher ear. These higher values will 
be allowed on a all policies previously 
issued without any amendment of the 
policies. 

Term riders added are 10-, 15- and 
20-year level term, and level term to 
age 65. Additional substandard rates 
were also included in the company’s 
rate book. 


Mutual Of N. Y. November 
Ordinary Tops $93 Million 


Mutual of New York’s ordinary life 
sales in November exceeded $93.5 mil- 
lion, a record and a 19.8% increase 
over November, 1958 sales, according 
to preliminary, unaudited figures. 

Total November sales, including 
group and module ordinary (5-9 group 
cases and association cases), were 
$112.5 million, bringing total volume 
for the 11 months to $931.4 million. 

Module ordinary sales totaled $8,- 
265,000 in November, and group sales 
were $10,690,000. The year-to-date 
figures were $88.4 million and $91.3 
million, respectively. 





Says ‘Outside 
Influences’ Mean 
Success Or Failure 


(CONTINUED FROM PAGE 4) 
particular field and made some sales. 
Then they made more sales. In time 
they begin to feel they are experts. 
And when this moment arrives they 
are accepted by the public as experts. 
The most important tning to be an 
expert is to get out and get started in 
any particular field. Knowledge is 
vital but nowhere near as important 
as making calls and presenting sales 
material.” 

Turning to competition in the in- 
vestment field, the speaker said this 
form of competition had developed 
most rapidly since the end of World 
War II. A number of people first be- 
came security holders with “E” bonds. 
Then stocks went up and people got 
into the habit of buying mutual funds 
and stocks. Before the war, competi- 
tion was mostly with consumer goods. 
Now it is from other institutions of 
finance. 

“The life people on the whole have 
done a very poor job of meeting this 
competition,’ Mr. Schwemm _ de- 
clared. “They have criticized but not 
done a good jc» of making a counter 
offer. The public does not like this. I 
am not against competition from any 
financial institution per se,” but when 
they try to substitute their wares for 
life insurance that is a different story. 


Competition Here To Stay 


“The agent, however, must know his 
competition. It is here to stay. Study. 
Learn about it. The public generally 
does not consider life insurance as an 
investment or as savings. Do a better 
job in selling the unencumbered cash 
payments. A time payment for money 
is all that it is—just like finally pay- 
ing up on a new automobile. 

“We can’t intelligently criticize capi- 
tal appreciation, but don’t lose sight of 
capital depreciation. Life insurance 
people don’t know a lot about mutual 
funds. What return on an average do 
they give their investors, for in- 
stance?” 

Mr. Schwemm asked for replies on 
this question from the audience and 
received various answers, with around 
5 or 6% as typical. He said these an- 
swers show that there is no real con- 
ception of what return the investment 
gives. The average return on this type 
of investment is only about 3%, he 
said. The other return comes from cap- 
ital gains, “which actually means you 
are paying a tax on your own money. 


Not Criticism—Explanation 


“Know your competition,” Mr. Sch- 
wemm reiterated, “not to criticize but 
to be able to explain to your people. 
The average mutual fund salesman 
has to want inflation; otherwise mu- 
tual funds are not so attractive. 

“In any case, the way to sell is on 
the basis that a man’s investment 
should be determined by his liabili- 
ties, such as children, family, business, 
mortgege, etc. Don’t be unhappy if 
everyone else is making good sales on 
such items as consumer goods. Other- 
wise to whom would we sell? Simply 
gear your selling to economic condi- 
tions. Get in the money winds of a 
given time.” 

Mr. Schwemm’s agency has been in 
first place with his company for 18 
of the past 21 years and has more 
than $190 million in force exclusive 
of group and has produced more than 
$1 million monthly for the past 184 
consecutive months, with an average 
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of more than $1,800,000 per month. 
Mr. Schwemm is a past president of 
Chicago Assn. of Life Underwriters 
and has been president or director of 
many local, state and national life in- 
surance organizations. He is one of the 
early CLUs. 

The purpose of the annual breakfast 
is to solicit gifts and cash for distri- 
bution to two wards of Chicago State 
Hospital, which the association has 
adopted as its project for 1959-60. Co- 
sronsor of the meeting was the asso- 
ciation’s Council of Field Underwrit- 
ers. Oliver R. Aspegren Jr., general 
agent Ohio National Life, was program 
chairman, and Sol Sackheim, agency 
superviser Great-West Life, is chair- 
man of the Council of Field Under- 
writers. The association’s community 
affairs committee handles all arrange- ~ 
muts with the hospital. Many life 
insurance people have given of their 
time to be of assistance to this pro- 
ject since it was first established in 
1956. 


A Breakfast Announcement 


At the breakfast it was announced 
that the Chicago association has be- 
come a participating agency in the 
civil defense setup of Chicago. The 
program was described by Charles D. 
Clawson, Mutual Life of New York, and 
Marshal Gerald Slattery of the Chicago 
fire department, who noted how diffi- 
cult it is to get people to join in civil 
defense, “which, like cancer, is too late 
if you know you’ve got it.” 


Piedmont Life, Southern 
Of Georgia Vote To Merge 


The directors of Piedmont Life and 
Southern Life of Georgia have voted 
to merge.. Title of the resulting com- 
pany will be Piedmont Southern Life. 

The proposed merger, which is sub- 
ject to approval by the stockholders 
of both companies and the Georgia 
commissioner, will be made on a 
share-for-share stock exchange b~- 
tween stockholders of the two compa- 
nies and the resulting company. 

Piedmont Southern Life will have 
some $40 million in assets and $350 
million of insurance in force. Re7'- 
nald Trice, president of Southern Life, 
will become chairman of the merged 
companies and S. Russell Bridges Jr., 
president of Piedmont, will become 
president of the new organization. 


Roberts Is President Of 


Grand Rapids Managers 

Grand Rapids Life Managers & Gen- 
eral Agents Assn. has elected James 
H. Roberts, Massachusetts Mutual 
president. He succeeds Bruce W. Gil- 
more, Northwestern Mutual. Daniel P. 
Cahill, Mutual of New York, is vice- 
president, and John Voss, Metropolitan 
Life, secretary-treasurer. 
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O'TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 














g CONSULTANTS 
IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
FRANK LANGCAASSOCIATES ¥ 


521 FIFTH AVENUE 
NEW YORK 17, N.Y. 


ONE NORTH LASALLE ST. 
CHICAGO 2, ILLINOIS 








HOW LEADING LIFE MEN ‘/NSURE” their Own SUCCESS! 


Complete Diamond Life Bulletins 


YOU could look in our files and find instance after in- 
“it is as vital to the success of 


stance where the motivating, boundless source of infor- 
mation and selling power behind many of America’s 
most successful life insurance men and women is the 


DIAMOND LIFE BULLETINS. 


Here are some of their typical comments: “the DLB 
has been invaluable to all of us in our agency through 
the years”, Hugh Bell, CLU, Gen'l Agt. . . . “it’s liter- 
ally worth millions”, Wm. T. Earls, CLU, Life Member 
MDRT, Gen’l Agt. .. . “I just wouldn’t be without it”, 
Aaron Goldstein, Life Qualifying MDRT, Mer. os 


Purser, Gen’l Agt.... 
our agency as our telephones”, Earl M. Schuemm, 
CLU, Agcy. Mgr. 

You, too, can join these successful men, if you will 
but follow the advice of one of the greatest sages of 
all time, Benjamin Franklin, who said: “Employ your 
time in improving yourself by other men’s documents, 
so shall you come easily by what other men have 
labored hard for.” “Insure” your own success . . . take 
advantage of this Special 30-day Free Trial Offer and 


“it’s absolutely indispensible to our agency”, Carr R. send for your DLB .. . today! 
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SPECIAL APPROVAL CERTIFICATE 
Mail it back today! Start your Service with 30-day FREE TRIAL OFFER! 


This CERTIFICATE Completed In Full ENTITLES ENDORSER to THE DIAMOND LIFE BULLETINS 
for 30 days FREE TRIAL. 

If within 30 days after arrival of Service, endorser does not advise otherwise, Monthly 
Supplements shall be supplied for as long as endorser wishes to keep the Service up to 
date and useful. Service selected as indicated by check mark (V) in box below, will 
be “invoiced on approval’’. 

(0 Complete 11-Volume Service: $46.50* first quarter; only $19 quarterly thereafter. 
0 7-Voltume Salesmanship Service: $25.75* first quarter; only $8.25 quarterly thereafter. 


(C 4-Volume Statistical Service: $20.75* first quarter; only $10.75 quarterly thereafter. 
*Charged only in first quarter to cover Installation or Physical Cost for New Binders and Contents 
sent each NEW Subscriber. 





THE 
DIAMOND 
LIFE 

BULLETINS 


(All Prices F.O.B. Cincinnati, Ohio) 


Name 





(Please Print or Type) 
Company Title 
Street Address 
City. 
No Money Necessary — Just Mail This Certificate 








Zone State 
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Department of The NATIONAL UNDERWRITER CO., Insurance Publishers, 420 EAST FOURTH STREET, CINCINNATI 2, OHIO 
The D.L. B. Has Been Used Continuously by America’s Leading Agencies For Almost Half Century! 














